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New England Mutual men use direct mail letters 
that were recognized as tops in the field in 1946 and 


were again judged the best in the life insurance in- 


dustry this year by the Direct Mail Advertising 


Association. 

Emphasis is placed on gift and pre-approach 
letters; gift letters to guaraneee an interview with 
all those who reply, and pre-approach letters which 
pave the way for an interview with everv man to 


whom a letter is addressed. 


Direct mail of this kind helps the new agent to 
get a sound start in business, and the veterans in the 
business find that it raises their production level by 
introducing them to more and better prospects. 

And these direct mail letters get results! For every 
dollar of his own invested in these “‘Best Sellers’’ 
during the past year the average fieldman earned ap- 
proximately $40 in first year and renewal commis- 
sions. To many New England Mutual fieldmen, the 


book ‘‘Direct Mail’’ has become an active partner. 





George Willard Smith, President 
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The principal stock-in-trade of the life 
insurance business is service to policy- 
holders. Here at The Mutual Life we 
have been spot-checking our service per- 
formance with an X-ray eye. 

For some time we have been writing 
to a sizable cross-section of our policy- 
holders every month. We want to know 
how they feel about the wav we handle 


their requests for services such as change 


« 





of beneficiary, reinstatement of policies, 
reduction in rating or replacement of 
lost policies. 

Criticism as well as praise reaches 
top management and prompt action is 
taken to strengthen weak spots in our 
service performance. This is another of 
the ways in which we get the facts we 
need to keep Mutual service up to par 


— or better. 


Our 2nd Contury of Seruice 
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Expect No Radical 
Recommendations by 
Celler Committee 


Prediction Based on 
Testimony Given, Attitude 
of Committeemen 


WASHINGTON—Observers here do 
not expect any radical recommenda- 
tions from the monopoly subcommittee 
of the House judiciary committee, 
headed by Rep. Celler of New York, 
concerning the insurance industry. This 
position is based on testimony of life 
insurance company executives, coupled 
with questions and observations of 


committee members. 

Sentiment was indicated that there is 
no need for: (1) federal regulation 
of the industry; (2) limitation upon 
companies’ size; (3) breaking up very 
large companies; or, (4) more strict 
control over company investment poli- 


cies. 

While Chairman Celler has indicated 
belief in necessity of some such meas- 
ures, indications are that his Demo- 
cratic colleagues on the committee, like 
Reps. Walter, Pa., Wilson, Tex., and 
Bryson, S. C., differ with him, and the 
same is true of Rep. Keating, N. Y. 
Republican, and helieved true of Rep. 
Michener, Mich., former judiciary com- 
mittee chairman. 


Committee Members’ Attitude 


Walter, who sponsored insurance in- 
dustry anti-trust exemption legislation 
several years ago, has been regarded as 
a consistent friend of insurance. Keat- 
ing indicated by his questions and re- 
marks during the hearings that he saw 
no need for further insurance regulatory 
legislation. Michener is a conservative 
Republican and Bryson a conservative 
Democrat. The former attended none 
of the hearings, having opposed holding 
them this fall. 

Wilson told THe NatTIoNAL UNDER- 
WRITER: “I am against federal regula- 
tion of insurance in any form. I am 
against any law regulating the size of 
any business. I am against closer gov- 
ernment control over insurance com- 
pany investments. There are some con- 
servative people on the committee, and 
some not so conservative. I don’t be- 
lieve the committee will recommend 
any radical departure in legislation with 
respect to insurance, or anti-trust legis- 
lation in general.” 


Presidents Make Deep Impression 


Testimony by Presidents James A. 
Fulton of Home Life of New York, 
William Montgomery of Acacia Mutual 
and Carrol M. Shanks of Prudential 
made such an impression on members 
of the subcommittee that several mem- 
bers have privately expressed the opin- 
ion that it will be impossible for Chair- 
man Celler to get an investigation reso- 
lution through the judiciary committee. 

Also, Chairman Hayden of the Sen- 
ate rules committee has indicated that 
it is unlikely that the McCarran-Celler 
tesokution, calling for a $100,000 fund 
to investigate the life insurance bysiness 
will ever be reported out. Celler has 
indicated that since the concurrent res- 
olution appeared to have been killed by 
the rules committee he would try to 
have a special life insurance investiga- 

(CONTINUED ON PAGE 21) 
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Life Insurers’ Growth Not 
Cutting Venture Capital 


WASHINGTON—The view held by 
some people that savings are being chan- 
neled to an increas- 
ing degree through 
life companies, thus 
diminishing the 
supply of equity 
capital Leroy A. 
Lincoln, president 
of Metropolitan 
Life, termed falla- 
cious in.his appear- 
ance before the 
O’Mahoney com- 
mittee on the eco- 
nomic report. The 
growth of life busi- 
ness has only been 
in line with the growth of the economy 
as a whole, he said. : 

He cited gross premium income of life 
con.panies to illustrate, stating that in 
1929 such income represented 4.1% of 
net disposable income of individuals. In 
1948 it was down to 3.5%. If return pay- 
ments by life companies in death bene- 
fits, annuities, dividends, etc. are de- 
ducted, the proportion is cut to 1.7%. 


Why Equities Go Begging 


Buying, selling, and holding of stocks 
are inhibited by high individual income 
taxes, capital gains tax and unsound dou- 
ble taxation of dividends, by high in- 
heritance and state taxes and cumulative 
evidence of desire by government to 
widen business controls and to create 
new form of governmental competition 
with private business. The government 





L. A. Lincoln 





Following Mr. Lincoln’s testimony, 
Treasurer Harry Haggert of Metropoli- 
tan announced, with Mr. Lincoln’s ap- 
proval, that if local bankers will take 
10% of the amount of a good loan “we 
will take the other 90%,” provided it 
meets legal requirements, and the banker 
will “stay with it and service it.” 

Senator O’Mahoney indicated that he 
considered this a very important an- 
nouncement. He said he wanted the 
people to know Metropolitan was not 
a dim and distant entity difficult to reach 
in New York. 





should foster an economic climate in 
which private business can operate with 
confidence, he declared. Every effort 
should be made to reduce government 
expenditures and taxes should be re- 
duced and not increased. LLaw-makers 
should provide greater incentive to risk- 
takers and a sound background for in- 
vestment by the public and by lending 
institutions. 

If existing restrictions on qualified in- 
vestments were entirely eliminated the 
policy of Metropolitan as to allocation 
of different types of investment in its 
portfolio would not be materially 
changed, he said. Such policies are 
never static. 


No Maximum or Minimum 


There is no rule on minimum or 
maximum investment Metropolitan will 
make. Its funds support all segments 
of the economy. Over 39,000 separate 
loans are in the city and farm mortgages 
in amounts less than $5,000 each. In 
securities as of last Dec. 1 it held 131 
bond and stock investments under $500,- 
000 and 107 more between $500,000 and 
$1 million. Typical small loans have 
ranged from financing independent tele- 
phone companies to various segments 
of industry, such as small irom and steel, 
food, building materials, department 
stores, and textile companies. Metro- 
politan holds investments in every state 


plus District of Columbia and invest- 
ments are diversified in over 100,000 
separate instances throughout the na- 
tion. 

There is no general trend toward mod- 
ification of equity requirements in busi- 
ness but there have been substantial re- 
ductions in long-term private debt obli- 
gations which accompanied both the 
depression and the war and which were 
followed by impressive increases since 
the war. Financing of enterprise by 
creation of debt or creation of equity 
capital becomes a matter of policy with 
the respective businesses. Corporate 
bond flotations for new capital have 
been materially increased since the war 
and appear to have been more than 
adequate for the needs of investors. 


Private Placements 


Private placements of life companies 
are initiated typically by the borrower 
either directly or through an intermedi- 
ary acting as an agent for borrower. 
Metropolitan has never initiated such 
negotiations. So-called private place- 
ments represent a simple, direct method 
of financing. In no situation he knows 
of does the lender attempt to supervise 
or control the operations of the bor- 
rower. Of the 518 direct security pur- 
chases Metropolitan made between 1934 
and 1948, 271 representing approximately 
50% in amount, were brought in by an 
intermediary. 

Are the pressures on life companies 
to find investment outlets and the con- 
sequent demand for fixed interest-bear- 
ing obligations responsible for the pres- 
ent low level of interest rates? In a 
free economy the total supply of funds 
relative to the total demand determines 
interest rates, Mr. Lincoln pointed out. 
Savings effected through life insurance 
represent only one of the factors on 
the supply side. 

Other Sources of Supply 

Funds are also supplied by both com- 
mercial and savings banks, building and 
loan associations, pension funds both 
private and governmental, by govern- 
ment-owned corporations, farm credit 
agencies, corporations through retained 
earnings and by direct savings of indi- 
viduals. On the demand side all forms 
of demand for money tend to play their 
part whether represented by the sale of 
stock, short term obligations or long 
term debt. It is the interplay of many 
factors which determines interest rates. 

After completing his prepared state- 
ment Mr. Lincoln was examined at 
length by committeemen, particularly 
Senators O’Mahoney and Taft, regard- 
ing Metropolitan’s investments, invest- 
ment policies, etc. 

He said the company had run into 
“every kind of dedevilment” in connec- 
tion with construction of certain apart- 
ment investment projects, due to war 
conditions, etc. He said Metropolitan 
is looking for small business loans and 
if small business would come to the 
company instead of government, it 
would fare better. 

Taft remarked he didn’t believe the 
investment problem would be solved by 
‘insurance laws” unless increased in- 
vestment in common stocks is allowed. 
He suggested the possibility of legisla- 
tion authorizing company investment of 
5 or 10% of assets in common stocks. 

Mr. Lincoln said Metropolitan has $5 
million in common stocks. 

O’Mahoney brought out that Metro- 
politan had only one loan of less than 
$100,000 in 1948, for an amount of $29,- 
000.He dwelt upon company figures in- 
dicating the bulk of its loans ge to 
“very large enterprises.” 


N.A.I.C. to Move 


lts Headquarters 
Office fo Chicago 


Many Things Started, Few 
Finished, at Galveston 
Convention 


By LEVERING CARTWRIGHT 


GALVESTON—Insurance commis- 
sioners, departmental personnel, a 
dozen or so members of the Massa- 
chusetts legislature, Iawyers, account- 
ants with a capital A, camp followers, 
ex-commissioners with their lightning 
rods up, and confused and haggard 
members of the insurance press Thurs- 
day were in process of being bused to 
Glenn McCarthy’s Shamrock Hotel 
funland in the environs of Houston 
from W. L. Moody’s Galveston and 
Maceo’s Balinese Room and Texas 
Athletic Club. This was part 2 of the 
two-step Texas convention of National 
Assn. of Insurance Commissioners. 

Part 1 at Galveston was in the book 
from Sunday to Wednesday but many 
were on hand as early as Friday for 
committee meetings that started with 
a serious-minded and interminable ses- 
sion on revision of the standard pro- 
visions bills for A. & H. insurance. By 
Saturday they had two committee meet- 
ings going at the same time and there- 
after it was a matter of hunt and peck 
to find out what was going on. Every- 
body was asking everybody else and 
nobody knew. 


Many Things Started 


It was not a convention where much 
was in readiness for definite action, but 
a lot of things were started and old 
chestnuts were reheated. By Tuesday 
evening the pyrotechnics had _ con- 
sisted of a brilliant, sharp and_ enter- 
taining legal set-to involving Wendell 
Berge, former anti-trust chief of De- 
partment of Justice, and now counsel 
for Assn. of Insurance Advertisers; 
Moses Hubbard, counsel for Interna- 
tional Assn. of Commercial Travelers 
Insurance Organizations, and Henry 
Moser of Chicago, in his capacity as a 
states rights man, over Berge’s request 
to have an advisory committee set up 
for the mail order insurance people; 
the scalding attack delivered by Com- 
missioner Malone of Pennsylvania, at 
the meeting on rates and rating or- 
ganizations. against the stock fire com- 
panies for their bitter division on the 
question of multiple location rating 
and for the minority group for heaping 
abuse and vilification on Superintendent 
Dineen of New York in appealing in 
legal proceedings his approval of the 
majority plan. Also, in executive ses- 
sion, it is reported that Commissioner 
Harrington of Massachusetts dis- 
tinguished himself in 


addressing the 
examinations committee on the neces- 
sity of states conducting convention 
examinations in a most correct manner 
with the use of competent personnel, 
and the maiden speech of Cheek of 
North Carolina, in the debate on the 
location of central office, in endorsing 
the former decision to_take it out of 
Raleigh and locate at Chicago. In this 
he pulled the rug from Commissioner 
Bowles of Virginia, who it 1s said was 
fostering a movement to keep the office 
in the South. y 
Another electrified session was that 
(CONTINUED ON NEXT PAGE) 
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on deferred payment of the term pre- 
mium in fire insurance. This was the 
most immediate and important prob- 
lem facing the organization and what 
eventuated was a recommendation that 
a study be conducted and that every 
body refrain from rocking the boat 
until this had been completed. 

What the future leadership is remains 
to be seen. Dineen of New York took 
a less prominent part than usual. It is 
understood that he desires to return to 
his fine Syracuse law practice, but that 
he won’t quit under fire. When the 
legal battle over the fire insurance 
multiple location risk situation is settled 


he may bow out. Malone with his 
supercharged address could very well 
take command. Cheek of North Caro- 


lina is put down as a comer. Downey 
of California is assertive and gets into 
the fray frequently, but he is pre- 
occupied with detail, as incidentally is 
the California law. There is a great 
vacuum that needs to be filled and 
there is a cry for leadership. 

The Texans did the very best they 
could with the accommodations they 
had but this isn’t the Biltmore and 
New York. The Pollyannas were heard 
to like it because of the constitutional 
they got in walking several blocks from 
their motels each morning to the head- 
quarters, and as everybody got used 
to the physical awkwardness of the 
setup they were less complaining. But 
there seemed to be a great resolve here- 
after to find out what the convention 
place had in the way of accommodations 
for a congress of this kind before mak- 
ing a decision to go there. 


Central Office to Chicago 


The association held a super executive 
session Sunday afternoon, devoted 
mainly to consideration of the central 
office setup. It was so executive that 
personnel from the departments other 
than the commissioners themselves were 
excluded. It is the first time in the mem- 
ory of old-timers that such a cozy gath- 
ering has been held. However, for a 
time, the purpose of secrecy was de- 
feated because there was a loud speaker 
in the lobby carrying the proceedizgs 
to the camp followers. This was discov- 
ered and corrected. After prolonged dis- 
cussion, the association reaffirmed its 
decision that the headquarters offices 
should be moved from Raleigh to Chi- 
cago and this is to be done as soon as 
possible. Hershey of Illinois and Forbes 
of Michigan will select the office loca- 
tion. The choice lies between the Chi- 
cago office building of the state of 
Illinois and the Insurance Exchange 
building. If J. T. Richardson, the 
assistant secretary, desires to move, he 
will retain his position, but he is still 
uncertain, as he has many ties at Ral- 
eigh. The office is still supported by 
voluntary contributions from the states. 


Bowles of Virginia, who has been 
a long-time foe of the central office 
idea, had undertaken a movement to 


keep the office at Raleigh despite the 
previous decision to move to Chicago. 
He lacked allies in this, however. 
Cheek of North Carolina made a talk 
in which he said he was perfectly will- 
ing to see the office leave Raleigh. 


S. C., Fla. Examination Disagreement 


One of the matters taken up at the 
closed session was a controversy be- 
tween South Carolina and Florida on an 
examination issue, It seems that during 
the course of a convention examination 
of a South Carolina company, the 
Florida examiner insisted upon going to 
New York to check some $20 million of 
securities of that company held there. 
This was opposed by the company and 
by the South Carolina commissioner 
and there was quite a collision. Com- 
missioner Murphy of South Carolina 
brought to the Galveston meeting the 
proposal that an arrangement be worked 
out whereunder the New York depart- 
ment would perform the sisterly act of 
checking securities belonging to com- 
panies from the hinterland and held at 
New York. The matter was referred to 
the examinations committee. 

Also at this closed session, Bowles of 





ee & Produces for Mr. McLain 


Agency depart- 
ment staffers of 
Guardian Life 
present to James 
A McLain, presi- 
dent, the produc- 
tion tribute written 
for him through 
sales during the 
annual president’s 
month. From the 
left are Warren M. 
Pace, agency as- 
sistant; Paul E. 





Van Horn, director of field training; Frank F. Weidenborner, agency vice-presi- 
dent; President McLain, and George L. Mendes and Edwin J. Phelps, agency 
directors. Star producer in the campaign was Ralph A. Trubey, Guardian man- 
ager at Fargo, N. D., who submitted more than 50 lives for a half million dollar 
volume. The Spaulder, Warshall & Schnur agency of New York City captured 


agency honors in the campaign 








Virginia advanced a proposal that he 
had strongly championed at a recent 
zone gathering, that being that a firm 
of accountants be employed to serve as 
an auditing office for insurance company 
annual statements. This, he said, could 
be utilized by departments that were shy 
of manpower. Mr. Bowles has in mind 
a particular firm to perform such 
service. 

Downey of California, at a meeting 
of the examinations committee Tuesday 
morning, submitted a resolution in be- 
half of his zone that would prohibit 
examiners in convention examinations 
from concluding their reports with 
laudatory statements about the com- 
panies. 


Bowles, Harrington Clash 


At an open meeting of the examina- 
tions committee Wednesday noon there 
was an exchange between Bowles of 
Virginia and Harrington of Massachu- 
setts.on the question of the competence 
of examiners. Bowles asserted that 


there has been too much emphasis on 
deficiencies 


the of examiners and that 


x 
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WHAT IS YOUR ‘MARKET? 


the record on* this score could be ex- 
ploited at Washington. He alluded to 
Harrington’s criticism that had been 
made in executive session the previous 
day. He contended that for every in- 


competent examiner there are 100 
skilled men. 

Mr. Harrington replied that the 
majority of the examiners are com 
petent, but that he will continue to 
protest from the housetops the im- 
position upon the insurance companies 
of unnecessary and unqualified ex- 


aminers that are in the minority. 
“Tt is time to stop feather bedding,” 
he declared. / 
He emphasized that he is not casting 


aspersions on the corps of qualified 
personnel. There would be no_ prob- 
lem, he said, if the individual com- 


missioners would adhere to the rules 
and regulations of N.A.I.C. governing 
the qualifications of examiners. 


Medical Assn. Letter “Noted” 

At a brief open session of the execu- 
tice committee Sunday with Sullivan of 
Kansas _ presiding, a letter was read 








use the word market. 


insurance. 


Just what is a market? 


Far from it! 


To the life underwriter the sigr 


All people share a universal and 
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In the course of our work as life insurance men we frequently 
In our home office schools and in our 
training courses we refer many times to the market for life 


Is it a place? Is it a thing? 
some vague and indefinite term? 


To a salesman of any product, a market is people. 
ple, poor people, and those in between; people of all races and 
creeds, who populate this great nation. 


market is that he is never without a market for his product. 
and benefits of life insurance; and it is the duty of the career 
underwriter to turn that need into a want. 


Truly one of the greatest advantages to a man in this great 
profession is that he is never without a market for his product. 
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from American Medical Assn., solicit. 
ing the aid of the commissioners jp 
fighting socialization of medicine, the 
point being made that in a socialized 
economy there would be no place for 
insurance commissioners. This com. 
munication was “noted” and “received” 
which was interpreted as a brush off. ’ 

Invitations for the December, 1959 
meeting were presented by Downey of 
California for Los Angeles, and by 
White of Mississippi for Biloxi. This 
was referred to a_ special committee 
with decision reserved until later in the 
convention. Mr. Downey said that the 
Los Angeles convention would have to 
be held the week of Dec. 10 because of 
hotel congestion the previous week due 
to the Notre Dame-U. S. C. football 
game. 

At a session of the executive commit- 
tee Wednesday morning it was decided 
not to approve the recommendation of a 
special committee to go to Los Angeles 
next December, with meeting dates Dec. 


10-15 and the Biltmore as headquarters, 


That matter was put over for decision 
by the full association Wednesday after- 
noon, with much interest centering in 
the idea of going to New York or Chi- 
cago. 

Suggests Four-Day Meets 


The subcommittee on convention pro- 
cedure recommended that future con- 
ventions be scheduled for a four-day in- 
stead of three-day period. This would 
not take into consideration Sunday, 
which would continue to be used for 
the executive committee meeting. It was 
recommended that all matters to be con- 
sidered by committees be placed in the 
hands of the chairman, accompanied by 
briefs or memoranda with copies for 
each member of the committee at least 
30 days in advance of the committee 
meeting. Interim committee meetings 
should be extensively publicized and 
each commissioner notified. 

A request was read from the Philip- 
pine Islands for membership, and the 
decision was that they could not be 
admitted either as a delegate or as an 
associate member. 


Standard Provisions Changes Discussed 


Many tedious hours were put in dur- 
ing the convention on the proposed revi- 
sion of the A. & H. standard provisions 
Sill. There was a long session Friday of 
commissioners and A. & H. people and 
throughout the rest of the period the 
industry group conferred at length. The 
program at one time appeared to be in 
finished shape _ but Commissioner 
Downey of California proposed many 
amendments and this required reconsid- 
eration of many minute matters. Jarvis 
Farley of Massachusetts Indemnity 
heads gthe industry conferees. He is 
patient and diplomatic and worked night 
and day on the project. Mr. Downey 
said that California is not trying to 
“stall” the program but insists that the 
proposals submitted a year ago and also 
‘ast June need a lot more going over. 


Table Mail Order Bill 


The proposal for special legislation 
providing for limited licensing of mail 
order A. & H. insurers was _ shelved 
when T. G. Scandon, vice-president of 
Old American of Kansas City, who had 
advanced the idea at the Seattle con- 
vention in June and who had submitted 
a proposed bill, announced that his com- 
pany had reconsidered its approach to 
this problem in favor of the idea of 
having the commissioners establish a 
committee to deal with the mail order 
insurers. ; 

Mr. Scanlon appeared at a committee 
meeting Saturday. He said that this 
bill was the conception of his company, 
but he recognized the better approach 
to the mail order problem would be 
through committee deliberations of an 
over-all nature. The all-industry com- 
mittee which had been assigned by the 
commissioners to study the Scanlon bill 
through committee deliberations on un- 
authorized insurance was asked by 
Downey of California, the committee 

(CONTINUED ON PAGE 2%) - . 
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Berge Walks info 
Hornet's Nest af 
N.A.LC. Meeting 


Mail Order Debate 
Furnishes Show of Week 
at Galveston 


GALVESTON—Wendell Berge, 
eral counsel of Assn. of Insurance Ad- 
and former head of the 
anti-trust division of Department of 
Justice when the S.E.U.A. case 
brewing walked into a hornet’s nest at 
Galveston in proposing that N.A.I.C. 
set up an advisory committee or some 
similar vehicle comprised of mail order 
insurance people. Main hornets were 
Moses G. Hubbard of Commercial Trav- 
elers of Utica and counsel of Interna- 
tional Assn. of Commercial Travelers 
Insurance Organizations, and Henry S. 
Moser, general counsel of Allstate of 
Chicago and a potent factor in the all- 
industry committee. 

This was a battle of three articulate 
and forceful lawyers and from purely a 
spectator’s standpoint it was the show of 
the week at Galveston. 

Mr. Berge led off at a meeting Tues- 
day morning of the unauthorized insur- 
ance committee headed by Stone of Ne- 
braska by reading a prepared statement. 
This contained a history of Assn. of 
Insurance Advertisers and its relations 
with federal trade commission, etc., and 
pleaded for a cooperative working ar- 
rangement with the state commissioners 
on mail order insurance questions. 


Brings in FTC 


Then Commissioner Knowlton of 
New Hampshire opened up with ques- 
tions to elicit Mr. Berge’s conception 
of insurance jurisdiction as between 
state and federal agencies. It was this 
conception that caused Henry Moser to 
train his guns on Mr. Berge. The latter 
among other things asserted the theory 
that federal trade commission has gone 
on the assumption that advertising 
statements made in interstate commerce 
are ‘within the regulatory province of 


gen- 


vertisers 


was 


FTC where there is no conflict with 
state regulations governing the same 
field. He contended that any state ac- 


tion dealing with mail advertising in 
interstate commerce will “stand up.” If 
the states undertake to enforce regula- 
tions that duplicate FTC rules, there 
will be no conflict. If FTC, on the 
other hand, seeks to enforce regulations 
that the states have overlooked, FTC 
has jurisdiction. Assn. of Insurance 
Advertisers, he said, is willing to submit 
to dual jurisdiction. 


Fair Trade Practices Laws 


Stone asked where the FTC gets 
jurisdiction in states that have enacted 
fair trade practices laws. Mr. Berge’s 
reply wag that the mere fact that a law 
has been passed does not “boot out” 
federal jurisdiction where there is a par- 
allel provision and a state takes action 
that negatives FTC’s need to take 
action. 

Knowlton asked what there is for the 
States to do if the FTC regulations are 
stricter than those of any state. 

Mr. Berge referred to a fraud case 
brought by the Postoffice Department, 
presumably the Arcadia National of 
Chicago situation. Here Mr. Berge is 
contending the Postoffice Department is 
foreclosed from proceeding because 
Arcadia National’s policies and adver- 
tising literature were approved by the 
Illinois department. 

Stone asked whether Mr. Berge would 


(CONTINUED ON PAGE 20) 
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Plan Well Ahead 
for Quebec Rally 
of Commissioners 


The Canadians are planning well 
ahead for the 1950 annual meeting of 
National Assn. of Insurance Commis- 
sioners at Quebec June 12-16. A pam- 
phlet was distributed this week at Gal- 


veston during the N. A. I. C. winter 
gathering outlining the program and 


accommidations in detail and including 
a form for sending in reservations. 
Close planning is required because the 
Chateau Frontenac can accommodate 
only about 650, and about 200 more can 
be handled at St. Louis and Clarendon 


hotels. There are other accommoda- 
tions at Kent House, Montmorency 
Falls, six miles distant. Requests for 


reservations might run 1,200 or more, 
especially since many will convert this 
into a vacation trip and take their fami- 
lies. 

Instead of the kick off meeting of 
the executive committee being held Sun- 


day of convention week, as has been 
the custom, this will be held Monday, 
and the convention will run through 


Friday rather than ending Thursday. 

There will be a Saguenay river trip 
over the week end. The Quebec gov- 
ernment will be host to the commis- 
sioners and their wives on this jaunt, 
and the cost for others will be $50 or 
$55 per person. 

There will be special trains from Chi- 
cago and Quebec. Georges Lafrance, 
Quebec superintendent, is honorary 
chairman of the general committee. 
A. A. Tousaw, Sun Life of Montreal, is 
executive secretary. 


Travelers Mgrs. to Meet 


Travelers will hold a managers’ con- 
ference in Hartford on Jan. 30-Feb. 3. 
More than 175 managers of all lines 
have been invited. 





NALU Model Bates 
Release Explains 
NSLI Dividend Basis 


National Assn. of Life Underwriters 
has made available to all local associa- 
tions copies of suggested forms of press 
releases on the National Service life in- 
surance dividend which clarify the 
status of the dividend and explain its 
source. The form of the release can be 
tailored according to locality. Many 
associations have: already utilized the 
release, the information in which is 
based on the article by Gordon D. Mc- 
Kinney, N.A.L.U. actuary, on NSLI, 
discussed in THE NATIONAL UNpeR- 
WRITER Nov. 25. 

The release used by the New York 
City association, for example, takes the 
form of a presentation of points brought 
out in a discussion between Harry C. 
Ard, Connecticut General, association 
president, and Lawrence L. Lifshey, 
New York Life, chairman of the associ- 
ation’s committee on cooperation with 
the veterans’ administration. In some 
localities the subject is being taken up 


directly with editors. Clippings coun- 
trywide indicate that the information 
program is experiencing considerable 


success. 


Readying SMU Seminars 


Southern Methodist University is get- 
ting ready for its summer insurance 
seminars to be held June 15-Sept. 15. 
Various locations have been proposed 
for these seminars, including Fayette- 
ville, Ark., Boulder, Colo., Portland, 
Ore., southern California and Florida. 
These have no connection with the 
graduate seminar to be held at Dallas 
March 13-24, to be devoted largely to 
estate analysis work. The summer semi- 
nars are primarily for men who cannot 
attend the regular school in Dallas. 








at age 55. 
iried retirement at 60. 
of the high premium. 


for the increased amount.” 








Given His Choice 


Albert G. Carr, of our Thurman Agency at Raleigh: 


“TI tried in the initial interview of this case to commit 
the prospect to a retirement age of his choice. He would 
make no decision, so I presented the idea of retirement 
He balked at the high annual premium so I 
He was hesitant again because 
So I tried a retirement at 65. 
But he decided that 65 was too late in life to get a re- 
turn. A proposal for Ordinary Life also ended in no sale. 


“Three months later I tried again. 
have to inject something to get his interest aroused I 
presented retirement at 65 on an Optional Retirement 
basis, showing values at age 55, 60 and 65, explaining 
that he could choose any age at which he could retire. 


“The case was rated 50% extra, but I got his check 
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NAIC Urged to Tax, 
Regulate Uninsured 
Retirement Plans 


Maclean of Mass. Mutual 
Takes Lead in Seeking 
Equalization 


GALVESTON — The _ competitive 
handicap suffered by life companies in 
relation to self-administered and trusteed 
pension plans because of the premium 
tax load on the insurers was brought 
forcibly to the attention of the life 
committee of National Assn. of Insur- 
ance Commissioners at its meeting at 
Galveston late Tuesday. This was not 
on the agenda, but it cropped out dur- 
ing the discussion of the proposal nur- 
tured by Harrington of Massachusetts, 
the committee chairman, for a uniform 
group pension definition paralleling the 
group life measure. 

A communication was received from 
A. T. Maclean, president of Massachu- 
setts Mutual Life, urging the commis- 
sioners to take steps to assert jurisdic- 
tion over pension plans that are self- 
administered or funded otherwise than 
through life companies. Such plans are 
being set up in large numbers, he said, 
largely from considerations of freedom 


from premium tax and freedom from 
legal reserve regulation. These pro- 


grams should be subjected to tax, he 
insisted, and should be supervised to 
see that they are actuarially sound. 


Harrington Against Move 


Mr. Harrington vouchsafed that the 
commissioners should not undertake to 
enter this field. He said they have 
enough to occupy them with all that 
has developed since public law 15 was 
enacted. 

Joseph Thomas of the California de- 
partment observed that in his state, if 
there is any contingency or promise 
of the employer involved in a pension 
plan, it becomes an insurance proposi- 
tion and it is illegal to self-insure. All 
that an employer can do on a self-ad- 
ministered basis is to undertake to ac- 
cumulate a fund from which distribu- 
tion is to be made to employes. There 
can be no promises or guarantees. 

B. M. Anderson of Connecticut Gen- 
eral Life declared that this is an ex- 
tremely serious problem for group pen- 
sion writers. The overhead on group 
annuities is very low, running. down to 
2, 3 and 4% and every fraction bulks 
large in competing with plans to non- 
insure. He said he calls these non- 
insurance rather than  self- insurance 
plans. Hence a premium tax of 2% is 
often the determinative factor. He said 
he is not advocating abolition of all tax 
on annuity considerations but suggests 
that the annuity tax be less than the 
premium tax, perhaps 1% would do. 
Six states now have such a tax rate dif- 
ferential and in Massachusetts annuity 
considerations are not taxed at ail. 


Anderson Seeks Middle Course 


“T don’t say you ought to regulate 
the competition,’ Mr. Anderson de- 
clared. “All I say is that if you don’t 
tax them at all you ought not to tax 
us quite so much,” 

On the subject of group annuity defi- 


nition, A. N. Guertin of American Life 
Convention, counseled against such a 
program. Group annuities and pen- 


sion plans are expanding at a tremen- 
dous rate and innovations are appearing 
daily. No one can tell what they will 
look like say 10 years hence and there- 
fore it would be a mistake to enact re- 
strictions that might prevent the com- 
(CONTINUED ON PAGE 20) 
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Misleading Provisions of Polio, 
“Dread” Diseases Policies Cited 





W. Harold Bittel, actuary of the New 
Jersey department, at a meeting of the 
commissioners A, committee at 
Galveston, put in the laps of the state 
officials the problem of polio and other 
so-called dread diseases policies. 

New Jersey has disapproved policies 
covering certain specified diseases on 
‘the ground that they are being sold 
in such a way as to mislead the in- 
sured and contain misleading provisions. 
That state has permitted polio-only 
policies but has grave doubt whether 
even these are in the public interest. 
The problem is extremely serious, ac- 
cording to Mr. Bittel, especially in 
those states where the commissioner 
has broad powers in the matter of dis- 
approval of policy forms. One state 
should not stand alone in such a 
matter, he declared, and hence Mr. 
Bittel expressed the hope that the 
A. &°H. committee would make some 
recommendation or in the alternative 
that other states will give New Jersey 
the benefit of their judgment. 

Mr. Bittel asserted that even persons 
well familiar with A. & H. insurance 
would be confused by reading the 
diseases policies and the advertising 
material. The diseases specified are us- 
ually diphtheria, encephalitis, leukemia, 
scarlet fever, smallpox, spinal menin- 
gitis and tetanus. Persons with such 
diseases, he declared, either recover 
in a relatively short period of time or 
die. There are many other diseases that 
are “dreaded” but are not covered 
by such policies. It is doubtful that the 
average person realizes that he does 
not have coverage for all “dreaded” 
diseases. 


Capitalize on Fear Complex 


The policies, he charged, are de- 
signed to capitalize on a fear complex 
and do not comprise a type of con- 
tract that is in the public interest. Pro- 
tection is needed for all diseases, not 
just for a few that sound frightening. 
The cost would be more, but the 
average family could afford to spend 
more than $10 for such protection. The 


insurance should be furnished in a 
straightforward manner. If the cost is 
too high and it is the catastrophe 


hazard that is sought to be covered, 
waiting periods, deductible provisions 
and other means can be used to reduce 
the cost. The provisions of policies 
of this kind vary to such an extent 
that it is difficult to generalize in the 
matter of misleading provisions. The 
expense of the treatments and devices 
mentioned in these policies for the 
treatment of poliomyelitis is never 
incurred in connection with most of 
the other “dread” diseases specified 
but does the public realize this? he 
asked. Some of these policies imply 
that all of these diseases are contagious 
whereas this is not true. The policies 
exclude pre-existing conditions except 
in the case of poliomyelitis which 
raises serious doubt as to whether most 
cases of leukemia’ would be covered. 
Problems which are inevitable in con- 
nection with a policy of this kind are 
suggested by these questions, he re- 
marked: 


Problems in Question Form 


—Is it your understanding that all 
of the so-called “dread diseases” spe- 
cified in this policy frequently re- 
sult in prolonged periods of dis- 
ability and require treatments similar 
to those needed in the case of polio- 
myelitis? 

—Are you satisfied that these are 
the only diseases which involve such 
large expenditures? 

—Do you understand exactly which 
diseases are covered and which are 
not covered under this policy? 

—Are you familiar with the extent 
of the coverages provided for these 
diseases under regular accident and 
sickness of hospital expense policies 
which you may hold? 

—Do you feel that you need the ad- 


ditional protection afforded under 
this policy only for these specified 
diseases? 

—Are you satisfied that there is like- 


lihood that you or your family 
will contract these specified diseases? 
—Is it your understanding that all 


of these diseasés are contagious? 
—Do you believe that benefits would 
be payable under this policy for 
leukemia under all circumstances? 
—Do you think that’ the average pol- 
icyholder would realize that he 
had no coverage whatever under a 
policy of this kind for caneer and 


tuberculosis which certainly are 
among the most dreaded of all 
diseases? 


Many States Have Preventive Laws 


Many states have laws under which 
policy forms may be disapproved if 
the benefits provided therein are un- 
reasonable in relation to the premium 
charged. New Jersey does not have 
such a law but the states which have 
this authority should be considerably 
concerned about all of these specific 
disease policies. No experience has been 
developed which can be used as a 
guide but we understand that some of 
the smaller companies reinsure their 
entire liability under the “polio” 
policies. We have heard rumors that 
at least some of these companies are 
obtaining reinsurance of the _ benefits 
under such policies, for which they 
charge a premium of $5 a year, at a 
cost of less than 15% of the gross pre- 
mium. We understand that commis- 
sions to agents of 50% and even 60% 
are not uncommon. We ttried to find 
out how the cost of the benefits for the 
other specified diseases compared with 
the premium charged, which was 
usually the same as that for the 
“polio” policy, and we were informed 
that it was thought that the cost would 
be about the same as that for the 
“polio” policy. 

No Limit to Variations 


There would appear to be no limit 
to the variations in coverage which can 
be provided under this type of policy 
to capitalize on the hysteria which 
may be sweeping the country at any 
particular time. It seems to us that the 
time to stop such policies which are 
not in the public interest is before they 
are issued, not after the damage has 
been done. This does not mean that 
the public should be denied this cover- 
age but merely that the states should 
require that it be furnished in a form 
which does not violate statutes relat- 
ing to the disapproval of policy forms. 

The Bittel statement was read at the 
Monday morning session of the A. & H. 
committee. C. O. Pauley of H. & A. 
Underwriters. Conference counseled 
against taking action that would pre- 
vent the widest kind of experimentation 


“Coach” Head Gets Football Trophy _ 


in providing cover for catastrophic 
medical costs. Unless such protection 
is afforded, there is the threat of 


socialization or at least partial federal 
cover of medical bills. There is cover- 
age available for hospital and surgical 
costs but not for medical blows where 
surgery is not involved. There should 
be coverage for diseases that produce 
large bills. The public wants it. On the 
score of the cost of polio policies, he 
said no company today can get better 
than 75% reinsurance and the most 
favorable terms that he has heard of is 
32% of the gross premium for the re- 
insurance for 75% of the risk. The fear 
of the insurers is that the loss ratio 
may get away from them. 

Mr. Bittel replied that picking dis- 
eases out of the air for coverage is not 
proper experimentation. He _ insisted 
that people don’t understand the cover- 
age and that there is no way to draw 
a contract of this kind that people will 
understand. 


Concern Over Deception 


A. J. Bohlinger, New York deputy, 
voiced the belief that Mr. Bittel is 
concerned by deception in policy form 
and advertising.” Federal trade commis- 
sion is much interested in policy forms 
and don’t seem to be happy with what 
the states are doing in this direction. 
F.T.C. he said, probably will try to do 
something on this score. F.T.C. feels 
that the quality of regulation on policy 
forms is ragged and uneven. Hence, 
Mr. Bohlinger recommended _ that 
N.A.I.C. set up a study on policy form 
regulations. 

At the Monday morning session it 
was reported that the new draft of 
standard provisions had been completed. 

Knowlton of New Hampshire, the 
chairman, announced there would be no 
move to secure approval of the draft 
at Galveston. It will be circulated and 
criticised and probably be submitted for 
action at Quebec in June. 

Mr. Bittel expressed concern at the 
decision reached at Galveston to re- 
move any restriction on the type of 
A. & H. cover that could be made avail- 
able under dependents coverage. This, 
he said, would make it possible to write 
weekly indemnity on children and the 
parent should not be in a position to 
make profit from a child’s disability. 





O.K. Farm Bureau Contribution 


The attorney general of Ohio has 
held that the Ohio Farm Bureau groups 
may contribute $50,000 toward construc- 
tion of the Temple of Good Will as 
proposed by the Ohio Council of 
Churches. The Temple would be erected 
at Columbus. The attorney general held 
that such a contribution must be either 
in the interest of community growth 
or development or for a charitable or 
benevolent instrumentality for the pro- 
tection and advancement of its interests. 
The contribution must not be more than 
1% of the capital and surplus of the 
corporation unless approved by the 
stockholders. 





\ 1 Louis 
agencies of General American presented 


Eleven members of the St. 
President Walter W. Head a football 
which symbolized their work on the 
“varsity team” in the October produc- 
tion campaign in his honor. The group 
shown each wrote $50,000 or more of 
ordinary production, and accounted for 
$881,465 of the $1,601,289 produced by 
the St. Louis agencies. There was a 
total equivalent volume of $9,729,814 for 
the campaign. Life ordinary increased 


26%; group 27%, and A. & H. 21%. 

Elmer S. Rosenthal, who led the 
group in “life touchdowns” scored, with 
$183,810, is shown presenting the foot- 
ball to Mr. Head. From the left are 
H. D. Mepham, Jr., Fred F. Sale, Adam 
Rosenthal, Carlos E. Harrison, Elmer 
Rosenthal, Richard H. Bennett, super- 
visor, substituting in the photo for Fred 
R. Sale, Mr. Head, W._ Stanley 
Stuart, P. H. Young, C. H. Friedman, 
C. J. Jenny, and James J. Roberts. 


To Conduct Pension 
es _ ae = 
Clinic in Chicago 

The Illinois State Chamber of Com. 
merce will conduct an all-day pension 
clinic program at Hotel Sherman, Chi. 
cago, Dec. 21. Morning session speakers 
will be Owen Fairweather of Seyfarth 
Shaw & Fairweather, Chicago law firm, 
who will talk on significant points in 
recent pension settlements; Frank L, 
Griitin, Jr., actuary and manager of the 
pension department of Marsh & Me. 
Lennan, Chicago, who will discuss the 
way in which current pension develop- 
ments affect the business man’s choice 
of a pension plan; and William G. 
Caples, industrial relations manager of 
Inland Steel, who will talk on the prac- 
tical problems of installing a pension 
plan. E. H. McDermott, of McDermott 
Will & Emery, Chicago, will be chair. 
man. 

Luncheon speaker will be Dr. Leo 
Wolman, professor of economics at 
Columbia University; whose subject will 
be, “The Pension Rocket—Where Is It 
Taking the Country?” R. A. Stipes, 
Jr., Champaign publisher and president 
of the state chamber of commerce, will 
preside. 

Afternoon speakers and subjects will 
be A. C. Thornton, industrial relations 
manager of International Minerals & 
Chemical Corp., “The Importance of 
Pension Provisions to Present and Pro- 
posed Federal Benefits”; W. G. Barlow, 


Opinion Research Corp., “What the 
Employe Really Thinks About Pen- 
sions”; and Dr. Robert J. Havighurst, 


professor of education and chairman of 
the committee on human development 
of the University of Chicago. Waldo B. 
Ames, of Moore, Case, Lyman & Hub- 
bard, treasurer of the Illinois chamber 
of commerce, will preside. 


N. Y. Insurance Federation 
Has Anniversary Meeting 


_ Insurance Federation of New York at 
its anniversary meeting had Governor 
Dewey as guest speaker and elected the 
following officers: 

Honorary chairman, J. R. Garrett, Na- 
tional Casualty, New York City; R. V. 
Branion, eastern manager of Zurich, 
New York City; vice-chairman, F. D. 
Russell, president of Security of Bing- 
hamton; president, H. K. Heussler, local 
agent at Buffalo; first vice-president, R. 
H. Poffenberg, broker at Brooklyn; vice- 
presidents, R. M. L. Carson, agent at 
Glens Falls, and R. P. Dorland, broker 
at New York City; treasurer, E. S. 





Poole, and secretary-counsel, E. H. 
Hunt, both agents at Albany. 
Ashby Bladen, co-manager of 


Aetna Fire and chairman of the execu- 
tive committee, was toastmaster. A. C 
Deisseroth, Syracuse, retiring president, 
and W. F. Condon, chairman of the joint 
legislative committee on rates and regu- 
lations, spoke. Superintendent Dineen 
introduced Mr. Dewey. 

Mr. Dewey pointed out that the en- 
actment of the New York disability 
benefits law saved the insurance busi- 
ness from being socialized. He warned, 
however, that its margin of passage was 
too narrow. He called for more help 
and cooperation than received in the 
past to insure the continuance of the 
free enterprise system. 


Hancock “Ads” Win Award 


John Hancock is the only insurance 
company to receive an award from Free- 
doms Foundation, Inc., for its national 
advertising campaign, which features 
Americanism and_ self-reliance. The 
foundation was created this year to rec- 
ognize individuals and organizations 
performing the most outstanding job 
each year in bringing about a better 
" epiiaeataa ta of the American way of 
ife. 

Robert P. Kelsey, vice-president of 
John Hancock, will receive the founda- 
tion’s gold medal at ceremonies in 
Boston in February. 





Dece 


Re 
Ge 


Re: 
Charl 
trollit 
ship 
Charl 
forme 
then 
facto! 
Some 
ingtol 
Life, 
cordit 
taine: 
owne! 
$250,¢ 
tribut 





velop! 
has A 
$1,400 
in fo 
Gilbet 
Life | 
insura 
ton is 
serve 
capita 

Mr. 
all ca: 

G. | 
associ: 
electec 
ton L 


St. L 


Reg¢ 

ST. 
has fil 
at Da 
Illinoi: 
contra 
service 
been s 

Sto 





“consp 
to quit 
tion 
the St 
operat 
Cross 
operat 

In A 
Service 
Louis 
in met 


Chic: 
Chic: 
hold it 
day m 
am. a 
E. Sm 
cago, 1 
limited 
Life, ¢ 
speak 
Hal L 
will pr 


State 
Offic 
ficials 
greeted 
ception 
Woods 
tive vil 
Presi 
comed 
a brief 
merly | 
monwe. 


Welfa: 


The 
highlig! 
senator: 
again 
venes ; 
ing to 
State. I 
nga | 
surance 
cannot 
socialize 


Si 








r 9, 1949 


sion 
°) 


of Com- 
Pension 
lan, Chi- 
speakers 
Seyfarth, 
law firm, 
oints in 


he prac- 

Pension 
Dermott, 
ye Chair- 


Dr. Leo 
mics at 
ject will 
re Is It 

Stipes, 
resident 
rce, will 


cts will 
relations 
erals & 
ance of 
nd Pro- 
Barlow, 
hat the 
1t Pen- 
righurst, 
rman of 
lopment 
‘aldo B. 
& Hub- 
~hamber 


esident, 
1e joint 
d regu- 
Dineen 


the en- 
sability 
e busi- 
varned, 
ge was 
‘e help 
in the 
of the 


ard 


urance 
| Free- 
ational 
-atures 

The 
to rec- 
rations 
g job 
better 
vay of 


ont of 
yunda- 
es in 














indie” 9, 1949 


_ = INSURANCE EDITION 











ee Life Buys 
George Washington 


Reserve Life of Dallas, headed by 
Charles Sammons, has purchased con- 
trolling and virtually complete owner- 
ship of George Washington Life of 
Charleston, W. Va. Emry C. Green, 
formerly of Jefferson Standard Life and 
then of Pilot Life, has been the main 
factor at George Washington lately. 
Some of the business of George Wash- 
ington has been reinsured by Reserve 
Life, but the Charleston company, ac- 
cording to Mr. Sammons, will be main- 
tained as a distinct entity. The new 
owners have increased the capital to 
$250,000 and have made a surplus con- 
tribution. 

Reserve Life, which is about 10 years 
old, has made its mark in the A. & H. 
field and is now giving attention to de- 
veloping a life insurance business. It 
has A. & H. premium income of about 
$1,400,000 per month and life insurance 
in force is about $11 million. S. J. 
Gilbert is vice-president of Reserve 
Life in charge of life insurance. Life 
insurance in force of George Washing- 
ton is about $30 million. Assets of Re- 
serve Life are about $11 
capital-surplus about $1% million. 

Mr. Sammons states that this was an 
all cash transaction. 

G. C. Palmer, who has been closely 
associated with Mr. Sammons, has been 


million and | 


programs which Democratic committees 
intend to study is the problem of pen- 
sions although it is understood that 
they are not likely to favor the $100 
a month old age pension plan proposed 
by the C.I.O. in the state. 





Discuss Insurance Business 

Participants in a panel discussion of 
the insurance business held by the 
Harvard Business Schoo! Club of Mil- 
waukee included Edmund Fitzgerald, 
president Northwestern Mvrtual Life; 
William A. Carey, secretary board of 
trustees, and William B. Minehan, as- 
sistant secretary. 


MDRT Application 
Forms Mailed 


Application forms and the constitu- 
tion and by-laws of the Million Dollar 
Round Table were mailed to the asso- 
ciation’s members and_ others this 
month, looking to the round table’s an- 
nual meeting in Atlantic City next Sept. 
29-Oct. 3 at Haddon Hall following the 
meeting of N.A.L.U. in Washington. 

This year, in an attempt to get all 
M.D.R.T. membership on a_ calendar 
year basis, all first-time qualifiers, life 








elected president of George Washing- | 


ton Life, succeeding Mr. Green. 





St. Louis Blue Cross Sues to 


Regain Ill. Hospitals 


ST. LOUIS — St. 
has filed suit in the U. S. 
at Danville, IIl., 
Illinois hospitals to comply 
contracts for the St. Louis Blue Cross 
service. A hearing on the petition has 
— set for Dec. 16. 


Louis Blue Cross charged that the | 


Piso hospitals now have entered into a 
“conspiracy 
to quit the St. Louis service. 
tion says that the defendants 
the St. Louis Blue Cross can’t legally 
operate in Illinois. St. Louis Blue 
Cross has been granted permission to 
operate in I[]linois. 

In Alton, directors of Group Hospital 


The peti- 


Service of Illinois, an affiliate of the St. | 
have approved an increase 


Louis plan, 
in membership fees. 
Chicago Forums Open Feb. 4 


Chicago Life Underwriters Assn. 
hold its first session of the 1950 Satur- 


with Chicago Blue Cross | 


claimed | 


will | 


10 | 


Louis Blue Cross | 
district court | 
to force five southern 
with their | 


2 


members and those who have qualified 
in an isolated year must submit their 
applications on the basis of business ob- 
tained from Jan. 1 through Dec. 31, 
1949. All applications and supporting pa- 
pers must be addressed to the Chicago 
headquarters, 1 No. La Salle street, and 
be postmarked no later than March 15. 





The Los Angeles C.L.U. will present 
a panel on “A Life Underwriter’s Own 
ay Problems.” Frederick A. Schnell, 

L.U., general agent Penn Mutual, will 
be moderator, with Attorney Maynard }. 
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Dotted lines frighten lots of salesmen, They freeze up like a green 
prima donna on high C. 


But dotted lines don’t worry Franklin representatives. They are 


too accustomed to saying to eager prospects, “Put your Benjamin 
Franklin right there,”"—and having the prospects do it. 


Of course there are reasons why Franklin representatives are not 


bothered by “dotted-line-itis.” When you know that the prospect 
is more likely to say “yes” than “no” there’s no sense in develop- 


ing a parched throat. And our famed exclusive contracts, which 
the public has shown such a hankering for, have accustomed them 
to the frequent “yes.” 


Now, three new exclusive Family Income Plans have been added 


to our kit of tools. Tailored for every income group, they offer 
$200 per month for 20 years, plus $5,000 in cash at the end of the 
twenty year period. 


Typical reaction is that of Representative F, J. Hartzke who said, 
“T just sold my first Family Income Protector, I’ve talked to this 
man since last July. Today I saw him again. He wasn’t interested 


day morning forums on Feb. 4, at 

am. at Hotel La Salle. Clarence | 
E. Smith, Northwestern Mutual, Chi- | 
cago, will speak on “Possibilities Un- 
limited,” Robert O. Bickel, National 
Life, of Vermont, Cedar Rapids, will 
speak on “A Half Century Is My Goal.” 
Hal L. Nutt, Northwestern Mutual, 


will preside. 


State Life Fetes Woodson 


Officers, directors, and department of- 
ficials of State Life of Indianapolis 
greeted Benjamin N. Woodson at a re- 
ception and dinner on the day Mr. 
Woodson assumed his duties as execu- 
tive vice-president. 

President Robert E. Sweeney wel- 
comed Mr. Woodson, who responded in 
a brief address. Mr. Woodson was for- 
merly executive vice-president of Com- 
monwealth Life. 


Welfare State Activity in N. Y. 


The welfare state controversy which 
highlighted the recent New York 
Senatorial election is expected to start 
again when the 1950 legislature con- 
venes at Albany in January, accord- 
ing to political writers throughout the 
State. Democrats are said to be study- 
ing a proposal for a state health in- 
surance system, and to draft a bill that 
cannot be labeled as a step toward 
socialized medicine. Among the other ‘ 
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until I brought out the new Family Income Kit. Within 30 min- 








utes I had his application and his money.” 


Dotted lines? Our representatives love them! 
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Toll, Harry Van Cleve, and A. King 
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Cost Talk Need Not 
Hide Benefits of 
Expanded Pensions 


Though the cost. of. pension plans is 
at the forefront in many current dis- 
cussions their advantages should not be 
overlooked, Marion B. Folsom, treasurer 
Eastman Kodak Co., said at the finance 
conference of the American Manage- 
ment Assn. Business has not paid 
enough attention to pension financing 
or to the industrial relations results of 
a good pension program, he said. 

He discussed H.R. 6000 and various 
ways in which pension plans can be 
integrated with it above and below the 


$3,000 salary bracket. In sections of 
the country where living costs are 
cheaper a company may modify its 


pension plan according to salary brack- 


ets, he suggested. Under the new bill 
iow income groups may receive suffi- 
cient benefits under social security so 


that no supplementary private plans are 
needed, although they will be necessary 


in industrial centers, and for higher 
salaried employes, he said. 
The many business men who seem 


to favor an all-government plan of social 


security pensions are making a “very 
serious mistake,” he stated. Even the 
Socialists in Great Britain do not go 
that far, he warned. The extent of the 
government's obligation, he declared, is 
to provide only minimum protection to 
prevent dependency. 


Doesn’t Like Ford Plan 


The Ford type pension plan is not 
good, he said, trom the over-all national 
viewpoint. Social security should be 
broadened and greater benefits provided 
for all rather than for special groups. 
Congress may think that in increasing 
social security benefits under a Ford- 
type plan it is helping the employer and 
not the employe. He said he did not 
favor any reduction in any private pen- 
sion plans even if social security bene- 
fits are increased because most of them 
at present do not provide adequate 
benefits. 

He noted the recent discussion about 
the great increase in reserves that will 
be needed to fund greatly expanded 
pension plans but said that it will be 
a long time before the investment prob- 
lems from that cause alone become 
serious. He indicated that investment 
in equities might eventually have to be 
considered. 

“With a program of basis protection 
from the government plan and supple- 
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is the key to 


LARGER 
POLICY 
SALES? 






Mutual Trust producers 
gain advantage through 
special TAX BULLETINS 
prepared by its legal de- 
partment. Essential tax 
points are carefully digest- 
ed so they can be readily 
understood. 


@ Advanced underwriting training 

@ Plus low net cost policies 

@ Plus modernized agents’ and gen- 

contracts provided 
by Mutual Trust 

@ Equal successful producers 


eral agents’ 
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A few general agency openings available 


“Nothing Better in 


MUTUAL 


LIFE INSURA 





Life Insurance” 


-TRUST 


ICE COMPANY 


“As Faithful os VA \s Old Faithful’ 


Home Office: 135 South La Salle 


A 44 Year Old... 
Million in Force .. . 


Low Net Cost Company... 
and Over $100 Million in Assets 


Chicago 3, Illinois 
With Over $350 





| City, 


mentary benefits from the company 
plan, the income to the retired person 
would still be well below his pay while 
employed,” he said. “He would still 
have a strong incentive to save more 
during his working career so that he 
could live more nearly on the same 
scale when retired. If these plans, both 
government and private, can be kept 
on a reasonable basis, they should prove 
to be strong adjuncts to our private 
enterprise system.” 





Savings Bank Forum on TDB 


The Savings Banks Assn. of New 
York is holding an all-day forum on 
the new disability benefits law Friday. 
Arthur M. Browning, manager of group 
casualty coverages of Equitable Society, 
a representative of the state workmen’s 
compensation board, and a panel from 
the savings banks will be on the pro- 
gram to discuss compliance with the 
law, insured plans and self-insured pro- 
grams. 





Minehan Bar Speaker 
W. B. 
Northwestern 
waukee Bar 
for Clients’ 


assistant secretary of 
Mutual addressed Mil- 

Assn. on “Life Insurance 

Modern Problems.” 


Minehan, 





To Discuss TDB Programs 


Representatives of 18 industrial states 
will meet at the Astor hotel, New York 
Dec. 15-16, to discuss the prob- 
lems involved in state temporary dis- 
ability benefit programs. The conference 
is jointly sponsored by the Council of 
State Governments and the New York 
joint legislative committee on interstate 
cooperation, 





'Parker Heads New Office 


Perry L. Parker, manager of Pruden- 
tial’s Exposition Park office in Los 
Angeles since 1947, has been appointed 
manager of the new Santa Ana district. 


| He joined Prudential in Oakland in 1932 


and became assistant manager there in 
1939, 


SMU Institute Elects 


Travis T. Wallace, president Great 
American Reserve, has been elected 
president of the Institute of Insurance 
Marketing at Southern Methodist Uni- 
versity. He succeeds O. Sam Cummings, 
Texas manager for Kansas City Life. 

Joseph Woodward, Southland Life, 
was elected vice-president. A. R. Jaqua 
was elected vice-president and renamed 
director. L. Mortimer Buckley, general 
agent New England Mutual, was elected 
secretary and treasurer, and added to 
the board of directors. Robert M. White, 
Dallas manager Jefferson Standard, was 
named chairman of the executive com- 
mittee. 


Osler to Be Honored 


University of Illinois Insurance Soci- 
ety will install R. W. Osler, the Rough 
Notes Co., as an honorary life member 
at the annual Christmas banquet Dec. 
15. Mr. Osler is chairman of the uni- 
versity’s annual institute of life insur- 
ance management and its annual ad- 
vanced underwriting clinic. The society 
is made up of university students inter- 
ested in careers in the insurance busi- 








ness. 


Drive Nets $8 Million 


More than $8 million new business 
was recorded in a six weeks’ drive by 
Security Mutual of Binghamton. The 
campaign resulted in a record Novem- 
ber. 

Top agency awards went to the Le- 
vine agency of New York City; Erwin 
agency of Little Rock, and Spencer 
agency of Detroit. Ninety-three individ- 
ual awards were won. 








A. D. Lynn, general agent Massa- 
chusetts Mutual, Kansas City, has been 





appointed to the Missouri resources and 
development commission. 


——=—= 


Rewleis Volunteer 
State Agency V. P. 


Volunteer State Life has appointed 





Selby Rawlings agency vice-president 
succeeding John 

Witherspoon, who = ggg 
resigned because ° <j. : 


of his health. 

Mr. Rawlings, a 
graduate of Duke 
University, has 
been in the life in- 
surance business 
since 1931 in the 
field and as a 
home office ex- 
ecutive. He was 
an agent for three 
years. before _ be- 
coming _ branch 
office cashier for 
Jefferson Standard. Following military 
service he spent three more years in 
field work until he joined the former 
Reserve Loan Life in 1946. He served 
as director of training, superintendent 
of agencies and vice-president and di- 
rector of agencies. 


Selby Rawlings 





Raises Aviation Limits 


Connecticut General has increased its 
limits on non-scheduled passenger flying 
and will now accept on a standard basis 
up to the following amounts: business 
trip in company owned plane, 50 hours 
or less annual flying time, $100,000; 51 
hours to 100 hours, $50,000; over 100 
hours, individual consideration; charter 
flying, fixed base operations or non- 
certificated air carriers, 50 hours or less, 
$50,000; over 50 hours, individual con- 
sideration; private business or pleasure 
when pilot holds airline or commercial 
certificate, 25 hours or less, $50,000; over 
25 hours, individual consideration. Vari- 
ous other changes have also been made 
in aviation underwriting practice. 


Vaughn in Idaho Falls Post 


Capitol Life has appointed Charles D. 
Vaughn as manager in Idaho Falls. An 
alumnus of Leland Stanford University, 
he was in the shoe business in Seattle 
and Alaska before going into life insur- 
ance. 


Reaches Christmas High 


3oston’s loftiest 
the wreath of lights around the 25th 
floor of the new home office of John 
Hancock, added a festive touch to the 
skyline. The 448 red, green and white 
lights are 350 feet above street level. 


Killer’s Intent Is Pivotal Point 


Because the assailant in a pool room 
stabbing fray contended that he did not 
intend to kill or even to hurt his victim, 
who later died, the Georgia court of 
appeals upheld the jury’s verdict in the 
trial court that the insured died by acci- 
dental means. The judge held that if 
intent to kill had been shown the policy 
exceptions would have excluded double 
indemnity. The case is Hopkins vs. In- 
dependent Life & Accident. 


Laiken Addresses Trust Council 


Substituting for Carleton B. Leon- 
hard of the Detroit Trust Co., who was 
unable to be present, George J. Laiken, 
tax attorney, addressed the Chicago 
Life Insurance & Trust Council. In 
developing valuation formulas, care 
should be taken to appraise good-will 
in order to avoid post-death disputes. 


Hugh O. Maclellan, 
Provident Life & Accident, 
as chairman of the Christmas_ seals 
sale of the Hamilton County Tuber- 
culosis Assn. 











vice-president 


Capital Finance Co., which operates 
101 offices in nine states, has issue 
$2 million of 10-year 4% subordinate 


notes, due in 1959, to Mutual Life. Pro- | 


ceeds of the loan will be used to ad 
to working capital. 
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tee CONTEST BYPRODUCT | lowed by John Delman, Jim Levi and tengren made the presentation of the 25- Harold L. Regenstein, Massachusetts 
Ir ° 


Robert Evans. Other prizes were year pin and discussed the company’s Mutual, New York City. They are al- 
Pp, Schwemm Agency S. M. Greenberg and Sam Schmidt. Norman H. Nelson, 








awarded to Vic Beisler, C. D. Walker, plans for 1950. ready life members. 








vice-president 





s , Minnesota Mutual has been elected a . 
S. L. Yochum, general agent for nb : aa 3 sshte poh - “ Play Santa to Needy Children 

appointed Sponsors Radio Midland Mutual Life at Hamilton, O., Director of the “Dads’ Association, Uni- , + . . 
resid : shake » “’ versity of Minnesota”. New York Life employes this year 
president : was honored at a dinner upon com- Ae ; : . again have gathered about 4,000 gifts 

ulZz Pro ram yletion of 25 years of consecutive Francis Lund, manager in Minneapolis w= 

I ae. fe ‘ 2 which will go to 28 social agencies to 
_ weekly production. for New England Mutual, has been gictribute to needy children at Christ- 
One of the secrets of the success of — Clarence I. Ramstad, general agent at "amed city chairman of larger firms mas) Members of New York Life’s 
Earl M. Schwemm, manager of Great- Moorhead, Minn., celebrated his 25th Solicitation for the 1949 Sister Elizabeth \omen’s Club, the Goodfellowship 
West Life’s branch at Chicago, is that year with Mutual Trust Life and was Kenny Foundation polio fund appeal. Club, and Nylic Post of the American 
he is always looking for ways to trans- guest of honor at a steak dinner at- Million Dollar Round Table member- Legion have conducted the gifts pro- 


form routine operations into processes tended by Director A. B. Slattengren, ship has been earned by Ralph E. gram each Christmas for many years 
| more vivid and meaningful for his men. gnq agents and their wives. Mr. Slat- Loeuenberg, Nathan S. Brenstock, and past. 
Plus this, he has always been one of, 
the foremost believers among life ogi 
ance men in the power of advertising 

So this year when November and the | 
annual president’s month campaign of | 
the company rolled around, Earl 
Schwemm sought a way to lift the cam- 
awlings paign from the commonplace, to add ex- | 
citement to it, and at the same time to 
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000; over ™ 
on. Vari- 
why made Earl M. Schwemm, manager of Great- 
’ West Life at Chicago, tells the radio audi- | 
ence about the president’s month accom- | 
; Post plishments of his agency. With him is . D) 
harles D, | Jameson Brinkmeyer, ehef of ceremonies 
“alls. An onthe “Breakfast at Toffenetti’s” quiz pro- on ent Ps 
niversity, | tam which the Schwemm agency recently 
n Seattle | sponsored during the contest month. | 
We msur- | of enhancing the reputation of his ee Sure! He knows he has his Home 
cy with the public and with insurance | off h h h , 
/ producers. : ; i i wi i very Call. 
jh ' Mr. Schwemm then hit upon the idea ace 51g t t mone y 
display, | of sponsoring “Breakfast at Toffenet- eos ° ® eos 
the el tis,’ daily radio program over Chi- Also, participating Life policies 
of John } cago station WMOR, one morning a ° 6b? 99 ° ; 
ch *, the week for the four week duration of the which can be “‘tailored”’ to fit almost 
nd white | contest. This was a quiz program on 
level. which the mater of ceremonies, Jame- any prospect — standard or sub- 
son Brinkmeyer, quizzed members of a “sv 
int the Schwemm agency on the air. He standard — liberal commissions — 
Sains asked them questions and awarded them 
ool prizes for their answers, but more im- ° ° 
Ape ot i nertently, he asked each agent to si worthwhile bonuses for production 
1s victil, | about himself, his work and what he ° 
court ol specialized in. With the current mania and persistency personal sales 
ict in the | for quiz programs, it is certain that 





l by acci- | many midwesterners gained a thorough help. 
d that if | acquaintance with Mr. Schwemm and 

he policy his men during the production month. 

-d double The tie-up with Mr. Toffenetti was a 
1s vs. In- natural, because here was a man who, 


through his menu journalism and gen- 

eral willingness to depart from the 
ouncil orthodox to achieve success, paralleled 
3. Leon- [he accomplishments of Mr. Schwemm 
who was in the life insurance field. 
_ Laiken, The climax to the broadcast, and to 
Chicago the Chicago agency contest, coincided 
ac, 12 with the first anniversary of the Toffe- 

netti restaurant at 65 East Monroe 


as, care 
cood- -will Street. By this time, all the agents and 
sputes. staff members of the Schwemm agency N AT I oO N A L L Jj F E 

had appeared over the air. The winners 
president in the president’s month campaign were 


Piserving , "Onored at the final broadcast. Insurance Company, Montclair, N. J. 


as seals The Chicago agency ended its drive 
; Tuber- With, $1,805,000 new business placed, RALPH R. LOUNSBURY, President 
and written ‘business of $1,783,000. 
Leader in the Chicago agency was a W. J. SIEGER, V. P. & Supt. of Agencies 


operates chwemm veteran, Ralph L. Welch, as- 
1s issued cont brokerage we > Second} 

inate Place went to Richard C rasier, agen- 
ect | Seeamviennraptcircoryee. sneer LIFE © ACCIDENT ¢ HEALTH © HOSPITAL 
d to add Robert M. Hirsch was third highest 
from a point standpoint and was fol- 
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Group ‘Creditors Life In-Force 
Soon May Reach $2 Billion 


Group creditors life has been growing 
since the war and, particularly in the 
last two years, at a rate that has ex- 
ceeded the fondest hopes of its salesmen. 
The in-force figure for group creditors 
life at the end of 1949 is expected to be 
at least six times the Dec. 31, 1945, figure 
of $284 million. Figures from the Life 
Insurance Assn. of America show that 
the volume rose to $583 million at the 
end of 1946, $905 million at the end of 
1947, and to $1,370 million at the end 
of 1948. If the growth continues at its 
present rate it will reach the $2 billion 
in-force figure in a few months, 

The major reason behind the growth 
of credit life has been the great expan- 
sion in bank and finance company credit. 


This credit expanded greatly in the last 
two years due to the drawing up of the 
available supply of money and because 
of the end of the easy money of the war. 
Consumers have had to go to banks or 
finance companies for loans. A second 
major factor was the ending of the 
black market in the sale of new cars. 
Black market car sales were always 
handled in cash so that there would be 
no records. The amount of money in- 
volved was usually too much for the 
average person to obtain. Lending agen- 
cies would lend only on the actual value 
not the black market value of the car. 
Other contributory factors included 
the termination of regulation W by the 
Federal Reserve Board and the liberal- 
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CLY MeMiblen 
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There is no such thing as complete originality 
in an agent's approach to the sale of sub- 
stantial volumes of life insurance. Adapta- 
tion is what counts. Study other successful 
men for method, and then adapt so that you 
may perhaps go them one better. 


Clifford L. McMillen 
347 Madison Avenue 
New York 17, New York 


No. 47 of a series — No. 46 appeared last week 














ization of credit and installment pur- 
chasing plans by vendors. The coverage 
is sold by the usual agency force and 
has come from debit, ordinary and group 
men and from brokerage sources. Banks 
and finance companies comprise 90% of 
the market. Credit unions, a few large 
automobile dealers, and a few furuiture 
stores also have plans. 

An increasing number of banks have 
been going into the personal loan field 
and simultaneously have become inter- 
ested in credit life protection on the 
loan. About 14,000 of the 15,000 banks 
in the American Bankers Assn. are esti- 
mated to be in the consumer credit 
field. This makes all those who do not 
have the coverage prospects for it. 

Much of the business is written to 
cover automobile loans but claims have 
been paid on loans for such things as 
washing machines, roofs, television sets, 
oil burners, furniture, bathrooms, 
kitchens, house sidings, and investment 
trust purchases. 

The banks are interested in the per- 
sonal loan field because they can earn 
more money from it than they can on 
government bonds and similar invest- 
ments. They keep their losses on per- 
sonal loan accounts at about one-fourth 
of 1%, cleaning out the portfolio when 
losses exceed that amount, and liberaliz- 
ing their lending regulations when it 
falls below. 

Figures from the federal reserve board 
indicate that there is still a sizable mar- 
ket for the coverage. At the end of 
July, 1949, outstanding consumer in- 
stallment loans made by lending agen- 
cies totalled $4.3 billion in addition to 
which there was another $2.6 billion in 
automobile loans. Above this there was 
$6 billion of non-installment credit and 
another $2% billion of sale credit for 
furniture stores, household appliance 
stores, jewelry and other retail stores. 
The total of all short term consumer 
credit exceeded $16 billion. The group 
creditors insurance is written principally 


on the consumer installment loans by 
lending agencies and on the automobile 
loans of finance companies, which to- 
talled about $7 billion. 





ADVANTAGES OF COVER 


Prudential, a leader in the field, points 
out that ideally, a man’s life insurance 
program should include a cleanup fund 
for final expenses and provide living and 
other expenses for his dependents. Too 
often this fund is considerably reduced 
for the payment of debts. The company 
points out that the advantages of group 
creditors insurance as the guarantee of 
the payment of the unpaid balance of 
the account to the creditor if the cus- 
tomer dies before completing payment, 
the elimination of troublesome negotia- 
tions with heirs or estates, the enabling 
of borrowers to obtain cosigners easily 
for they then know that they will not 
become liable if the borrower dies. 


It is also a great good-will builder and 





without worrying about payment in case 
of his death. 

Prudential’s statistics indicate that the 
average insured loan is about $390 and 





the average claim is $275. In the auto. 
mobile lending field the average loan js 


usually considerably higher with the 
average claim being about $500. Auto- 
mobile loans vary in amount. On new 


cars the outstanding amount is about 
$1,800 which is what’s left after the one- 
third down payment has been made, and 
the fire and theft insurance and financing 
charges have been added to the bal- 
ance. Usually each new car sale winds 
up with three cars being sold. The car 
turned in is resold by the dealer to some- 
one who owns an even older car and so 
on down the line till someone has a car 
that is so old that it has to be junked 
and cannot be financed. 

Group credit life may now be written 
in all states. The limits vary according 
to state statutes. 


PREMIUMS NOT LARGE 


Premiums are about 7% cents for each 
$100 of the outstanding balance of jn- 
sured loan which is equivalent to a 
single charge of 49 cents for each $100 
of initial amount of a loan repayable in 
12 months installments. The amount 
of insurance on which premiums are 
paid is the amount of indebtedness out- 
standing on the current premium due 
date. In mutual companies this charge 
may be reduced ‘by dividends. 

Banks and finance companies use any 
of three methods of allocating the cost 
of insurance. One method is to make a 
specific charge to the customer, another 
is to increase the discount or interest 
rate, while a third method involves the 
absorption of the cost as an operating 
charge. The cost of insurance may de- 
crease in renewal years by 10% or 15% 
depending on the experience and the 
total amount of insurance the lending 
agency has in force. 


Accounting Simplified 


Administration and accounting pro- 
cedures have been simplified so that 
there is a minimum of complications 
for the creditor and the borrower. 

Experience on the business has been 
good. Carriers attempt to have the in- 
surance written on the gainfully em- 
ployed person or income earner which 
is in itself a basis for fairly good selec- 
tion. There is little indication that the 
coverage will be sold to department 
stores, for example, where the income 
earner might not be the insured. For 
instance, a grandmother may have a 
charge account at a store and have vari- 
ous members of her family charging 
their purchases to her which would run 
up a sizable debt on an elderly person. 
Underwriters would prefer to have the 
insurance on the lives of the individual 
borrowers. 

The coverage is becoming increasingly 
better known and is favored by both 
banks and borrowers. Companies writing 
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DR. W. POPE BAKER WAS A PROMINENT ATLANTA, 
GEORGIA, PHYSICIAN WHEN HE BOUGHT 
PROTECTION WITH LIFETIME BENEFITS IN 1934. 


THE WORLD’S LARGEST £1 EXCLUSIVE HEALTH AND ACCIDENT COMPANY 
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I'M GLAD |HAD THE FORESIGHT 
TO INSURE WITH MUTUAL OF OMAHA 
- I'VE RECEIVED OVER $15,225.00 IN 
BENEFITS SINCE | BECAME TOTALLY 
DISABLED / 
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More than $250,000,000.00 paid 
in benefits 


More than 2,100,000 Policyholders 
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permits the borrower to take on the the coverage have received numerous 
z indebtedness with a contented mind letters of gratitude from families. 
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Sales Ideas and Suggestions 


he asks him if he can save $40. 
The prospect may be flattered but at the 


First Step in Reaching 
Goal Is to Determine It 


The first step of an agent in achiev- 
ing his goal is to determine what his 
goal is, Harry Levey, partner in the 
Schloen- Levey agency of Manhattan 
Life in Beverly Hills, Cal., said at the 
recent agency conference of that com- 
pany. 
Mr. Levey, a successful producer, pre- 
sented two illustrations: In one city 
where he stopped off enroute to the 
convention he met a friend who entered 
the life business at the same time he 
did. He was very cordial and invited 
Mr. Levey to his office which he shared 
with four other men. The side of his 
room was covered from floor to ceiling 
with framed certificates for outstanding 
service to the company. In talking with 
Mr. Levey, he said he does no program- 
ming, he is not interested in taxation, 
and he is not interested in attending 
agency meetings as he thinks they are a 
waste of time. He gets to work about 
10 o'clock and sometimes makes a call 
or two before lunch. Lunch is from 
11:30 till 2, and he has been eating 
lunch with the same group of men for 
15 years. 

Golf, Newsreels and Old Names 


Sometimes he plays golf in the after- 
noon with the same foursome he has 
been playing with for years and occa- 
sionally he likes to drop in to see a 
newsreel picture to keep up with the 
events of the day. His prospect file 
contains several hundred names, some 
of which Mr. Levey observed looked 
as though they had been there since he 
started in business. With all the cer- 
tificates for outstanding service, the 
agent had been a member of the $100,000 
club of the company for many years. 
However, he has achieved his goai. 

Mr. Levey also visited another friend 
who has been in the business only since 
the end of the war. He could allow 
Mr. Levey only 15 minutes. He apol- 
ogized, but explained that this particu- 
lar day had been planned a week before, 
appointments were made and people had 
to be seen at the appointed time. He 
felt it was not very bysinesslike to do 
otherwise. His prospect list is cleaned 
out every three months. His files con- 
tain active prospects he believes can and 
will buy life insurance. 


Steps to $1 Million Sales 


He sets aside two hours a day to go 
over the details of what has transpired 
in the earlier part of the day. He has 
a competent secretary who knows how 
to analyze insurance and does some of 
the details of programming to save the 
agent’s time. The agent said he always 
likes to attend agency meetings because 
they invariably provide him with at least 
one good idea. There were only three 
plaques on the wall of his office—he 
had qualified for the Million Dollar 
Round Table three successive years and 
Was now a life member. 

e is in the process of reaching his 
goal. 

Mr. Levey believes in setting one goal 
and then forcing himself to meet it. A 
goal should be set for a year and then 
broken down by months, weeks and 
days. 

There are two ways to increase vol- 
ume—one is to sell more policies, the 
other is to sell larger policies. It is 
not too difficult to sell the latter. The 
agent can learn how to sell tax insurance 
or program a man’s estate and get 
arger policies. Even in selling a pack- 
age, Mr. Levey believes agents too often 
are frightened, that they are afraid they 
may lose the sale. If they take the at- 
titude that what they don’t already have 
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they can’t lose and forget the commis- 
sion they hope to make, then selling the 
client on what the agents think he actu- 
ally needs, volume will be higher and cli- 
entele more substantial. 

The day of hit-and-miss selling is 
over. Companies are spending a lot of 
money training men. General agents 
are spending money and time training 
agents. Therefore the new man enter- 
ing the field today must be a career 
man to succeed. 

In selling the small package it is im- 
portant not to lose sight of the fact 
that sometimes these small package 
sales grow into a large tax case or a 
substantial program. In any event, Mr. 


Levey tries to raise the sights of his 
clients on ‘the package deals. If he 
hopes the prospect can save $20 a 


month, 


same time he will say no, he could not 
save $40 a month. Then Mr. Levey 
asks him if he can save $35, $30, $25 
and finally $20. In the process, he ns 
qualified the prospect, and he knows 
that the amount is not beyond his means 
so that the policy usually stays on the 
books for a long time. 


Andersen Stresses 
Need to Sharpen 
Sales Techniques 


Edward C. Andersen, superintendent 
of agencies of Connecticut Mutual Life, 
in addressing National Society of Sales 
Training Executives at Chicago warned 
of the necessity for sharpening sales 
techniques if former production levels 
are to be maintained in 1950. Mr. 
Andersen, a past president of the so- 





ciety, pointed out the danger of a false 
and costly complacency, relying on past 
sales records. In the past lush years, 
he said, not only have incomes been 
high, but the public had relatively few 
places or channels through which to 
spend their dollars, with the result that 


life insurance sales came rather easy. 
Today everything is in reverse—com- 
modities are plentiful and the long 
thirst of the public for such products 
will be met; second, and of more im- 
portance, is the intensive rebuilding 
and training programs under way for 


salesmen in industries right across the 
continent. 

To compete, Mr. 
insurance salesmen must get back to 
the three fundamentals of selling: (1) 
Crystallization—the process of making 
the need or problem crystal clear; (2) 
visualization—showing the buyer how 
the plan or product will solve his need, 
and (3) dramatization—motivating the 
prospect to buy. 

Particular emphasis was placed 
the need for better dramatization. 


Andersen said life 
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Andersen pointed out that the American 
citizen today is so bewildered afid per- 
plexed by national and world prob- 
lems that there is little wonder that a 
prospect is hesitant to make a commit- 
ment, especially if it calls for con- 
tinuing payments such as the premiums 
under a life policy. It is for these very 
conditions, he concluded, that the sales- 
man must be prepared to give every 
prospective buyer five reasons or “as- 
surances” why it is wise and proper to 
make the purchase now. 





A woman is all she looks. A man is 


all he does. 


Fredricks Succeeds Hillenmeyer 

Stanley J. Fredricks has been ap- 
pointed office manager and cashier for 
the Earls agency of Connecticut Mu- 
tual at Cincinnati. He succeeds Robert 
H._Hillenmeyer, who has returned to 
his home in Lexington, Ky., to become 
a partner in his family’s 125-year-old 
nursery business. 

Mr. Fredricks was actuary and office 
manager of Columbia Life of Cincinnati 
until it was acquired by Ohio National 
Life. Following war service he was with 
Haskins & Sells, accountants. 
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The Accident Policyholder expects 
top service; You expect to give it 
to him. We never overlook this 
primary requirement of both, in 
building top service in our own 
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South African Insurer Promotes Stock 
Investment Without Fluctuation Peril 


NEW YORK—lIn many particulars, 
running a life company in South Africa 
and selling business there is much the 
same as in the United States, according 
to A. D. Wassenaar, general manager 
of South-African National Life. It is 
the differences, however, aside from the 
obvious one of size of country and vol- 
ume of business, that especially im- 
pressed Mr. Wassenaar, visiting in this 
country for the first time. 

South African companies have invest- 
ment problems, he said, but his own 
insurer cannot be criticized, as the life 
business has been to some extent in the 
United States, for not participating in 
equity as well as debt financing. Its 
solution, however, is unique, Mr. Was- 
senaar admits. About 3% years ago 
South-African National formed Bonus 
Investment Corp., an investment trust, 
which invests in everything that holds 
promise of returning its money with a 
good rate of interest. 


Dividends Buy Stock 


Policyholders of South-African may 
pay the cash dividends from their life 
policies to Bonus Investment Corp. for 
shares in the latter company. (Dividends 
there are called “bonuses’). About 
40% of the South-African policyholders 
are doing so. Bonus Investment issues 
contributory shares, and, when these 
are paid up, sends a certificate to the 
policyholder. Thus the small investor’s 
savings are to this extent going into 
providing equity capital for various busi- 
ness ventures; at the same time he does 
not jeopardize his protection. 

South-African Life saw to it that 
Bonus Investment had excellent manage- 
ment. Policyholder-shareholders elect 
all the board except one member, whom 
South-African names. 

3onus Investment gets a steady flow 
of new capital each year—free of financ- 
ing charges. It acts as underwriter for 
issues or parts of issues of other con- 
cerns and it makes many direct invest- 
ments. It is not looking for control 
of the businesses it invests in. It sticks 


to its investment purpose. Naturally, 
however, some of its investments are 
in more speculative ventures, even 


though good, than are those of South- 
African National. 


Control of Businesses 


South-African, like other life insurers 
in that country, has to have 40% of its 
liabilities covered by governments or 
bonds of equivalent character. The 
other 60% it can invest as it likes, 
including common stocks. Some com- 
panies buy common and preferred stocks. 
Common stocks are purchased mostly 
by those life insurers that want to 
control or have a voice in the manage- 
ment of the business. There is no 
criticism of this, but the life 
companies do not do it on a big scale. 
South-African also controls another 
insurer, African Home Trust, which 
specializes in funeral policies and indus- 
trial coverage. 

One thing that impressed Mr. Was- 
senaar in the United States is the much 
greater extent to which life companies 
here are institutionally minded. This is, 
he thinks, perhaps due to the fact that 
in the United States the companies and 
the field are much larger. South African 
companies are small. There are only 
four of fair size, of which South-African 
is one. 





INSTITUTIONS 





In the U. S., he commented, there is 
the Institute of Life Insurance, the 
Life Office Management Assn., the 
L.I.A.M.A., ete. In South Africa there 
is one organization, the Life Offices 
Assn., which deals with all problems, 
most of them legislative and legal. The 
association formulates attitudes on vari- 
ous matters such as medical, rules on 


twisting, and names committees to work 
on special problems. 

Mr. Wassenaar is much impressed 
with the high degree to which selling 
has developed in the United States life 
field. The pattern in the two countries 
is similar, however, in at least one re- 
spect. There 20 years ago there was 
a stigma attached to selling insurance 
just as there was in the United States, 
Persons took it up when they failed 
at other things. Today in South Africa 
many agents have university degrees and 
have held good posts in teaching and 
other fields. Some of South-African 
agents have earned $12,000 to $20,000 a 
year. 

South African companies are alert to 
selling but do not have the facilities 
for advertising that obtain in the 
United States. For example, much of 
South-African National’s business js 
done with Afrikanders, descendants of 
the Dutch settlers. They speak Afri- 
kaans, and about 85% of the company’s 
house organ is written in this language. 

South Africa does not have the total 
volume of life business that permits the 
development of technical men of the sort 
the business has in the United States, 
It writes many farmers, and has no 
underwriting restrictions against “col- 
ored” people, who are the half castes, 
natives, etc., although they may be writ- 
ten at somewhat higher rates and they 
are underwritten as to occupation, in- 
come, etc. 


Impressed by Office Music 


Another thing that impressed Mr. 
Wassenaar was the music in life offices 
in this country, particularly home offices. 
One company, he said, has music piped 
into its board room, and the board hears 
it while in session. 

South-African Life has 10 branch man- 
agers and more than 300 commission 
salesmen. It pays salary as well as 
commission, although the salary-com- 
mission really is an advance commission, 
since the man must produce enough to 
pay the advance, or flunk out. Not too 
much term is sold, probably because of 
the low commission. Endowments and 
whole life are the principal types of poli- 
cies sold. 

Pensions to employes by _ business 
firms are not unusual, generally written 
on an endowment form, but when the 
employe is ready to retire, the firm 
takes the money from the policy and 
goes into the ‘market to buy the best 
annuity it can get. 

Companies there do not figure their 
standing or progress in terms of busi- 
ness in force. South-African had a pre- 
mium income of £ 2,912,000 in the fis- 
cal year ended September, 1948. A stock 
company, it pays no dividends to stock- 
holders from the ordinary business, un- 
der South African regulations. 





C.L.U. Class in South Jersey 


A new C.L.U. class has been started 
at Fair Haven, N. J., with more than 
35 students attending. 


~ LLA.M.A. Hand — 


Lawrence W. 
Jackson, former ex- 
ecutive secretary of 
the Pennsylvania 
Assn. of Life Un- 
derwriters, who will 
shortly become a 
L.I.A.M.A.  consul- 
tant, has attracted 
nationwide atten- 
tion for his yeo- 
man work in a leg- 
islative direction in 
the state. Under 
Mr. Jackson, the 
Pennsylvania organization has reached the 
largest membership in its history. 
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Pensions and Overtime 


A question that arose after the re- 
cent Ford negotiations related to the 
effect overtime and time and a half 
would have on the welfare programs 
which require that a stipulated sum be 
paid by the employer per hour. For 
example, the Ford program calls for 
payment of 834 cents an hour for pen- 
sion benefits. A question was asked 
as to whether this figure should be 
increased if the workers were on over- 
time or receiving extra pay for some 
other reason. The answer is that the 
payment is fixed and on an _ hourly 
basis. Apparently no attempt will be 
made to relate it to the amount being 
paid for particular hours. 





Here's Another Point of View 


Group insurance people traditionally 
emphasize to the employer that it is 
wise for him to install insurance and 
pension benefits before a union gets 
around to asking for them. The theory 
here is that this prevents the union from 
claiming all the credit and establishes 
the employer as liberal. There are em- 
ployers in these complicated times, who 
feel that it is unwise to install any pen- 
sion or insurance benefits for wage 
workers except as a result of contract 
negotiations. They reason that if they 
install benefits unilaterally they are us- 
ing up ammunition for future negotia- 
tions. 

When contract time comes around, 
these employers feel that they need to 
have a bulwark of insurance to offer, 
hoping that the settlement will involve 
only insurance and not a wage increase. 
If the employer has gone ahead and in- 
stalled benefits on his own, they see em- 
ployes as being driven to asking for 
something more, a wage increase for 
example. If the benefits had not been 
given out in the first place, the em- 
ployer could have offered them as a 
basis for the contract settlement and, 
therefore, gained a round, these em- 
ployers aver. 





Philosophical Group Man 


A group man feeling somewhat phil- 
osophical said recently that competition 
between the life companies and trust 
companies for pension business is prob- 
ably a good thing. “Not that I am at 
all in favor of uninsured pensions,” he 
said, “far from it. What I mean is that 
by their competition we ourselves do a 
better job and at the same time they 
are forced to keep on their toes to keep 
up with us. In the long run, the public 
benefits. If we hadn’t had competition 








Mo. Superintendent 





C. Lawrence Leggett, the new Missouri 
insurance super- 
intendent, before his 
appointment had 
been an examiner in 
the department for 
about 10 years. He 
worked under Gov- 
ernor Smith in the 
state auditor’s office 
from 1933 to 1937 
when the present 
governor was state 
auditor. He then 
joined the insurance 





aminer and continued in that capacity 
until 1944 when he resigned to become 
auditor for a Kansas City insurance com- 
pany. Subsequently he returned to the 
department and has been on the staff of 
examiners since that time. 

r. Leggett is the first man ever selected 
for superintendent directly from the work- 
ing personnel of the department, and he 
is essentially a “career man.” 
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for pension business we might never 
have developed the fine set of cover- 
ages that we have now.” 


Wives' Social Security 


Though the wife in many of today’s 
marriages has been employed for sev- 
eral years and in some cases has re- 
turned to work once the children have 
started to school, she seldom has enough 
social security credits for agents to take 
into consideration in programming re- 
tirement for the couple. The general 
practice is to disregard the wife’s social 
security coverage unless it is greater 
than the husband’s. 

If the wife were to die currently in- 
sured there might be a primary lump 
sum death ‘benefit payable but there is 
no sum payable to a widower as there 
is to a widow. At retirement age if she 
has picked up sufficient credit she may 
take benefits on her own wage record or 
on her husband’s, whichever is larger, 
but not both. The coverage may be 
important in the case of the career 
woman but in few others. Wives infre- 
quently have worked the 10 years re- 


quired to build up full credit. Even if 
they have, it is seldom that greater ben- 
efits could be received than by both 
drawing on the husband’s wage record. 





A. & H. with Life 


One way to get enough 
money to build an agency plant, for 
those life companies that must meet 
the requirements of section 213 of the 
New York insurance law, is to add 


A. & H. 


expense 


Well Informed Salesmen 


Group sales executives have been 
finding out recently that since top busi- 
ness executives have been paying in- 
creased attention to pensions and other 
employe benefit plans younger, less ex- 
perienced salesmen are not qualified to 
handle many of these sales jobs. In- 
dustries and outside businesses want to 
thoroughly discuss and understand all 
the nuances of the welfare plan invest- 
ment and this means that the salesman 
not only needs an actuarial background 
but must be able with bigger firms to 
talk intelligently about phases of the 
investment field. Group salesmen must 
not only have figures to present to 
clients, but they must know increasingly 
more about how the facts and figures 
are computed. 


Life Company Tax to Be 
Discussed After Dec. 15 


WASHINGTON — Indications were 
that legislation for taxing life companies’ 
investment income will not be taken up 
by the ways and means subcommittee 
until after Dec. 15, as Rep. Lynch, sub- 
committee chairman, was not expected 
to return here until then. 


Mutual Life Nov. Leaders 


S. Henry Foreman of the Chicago 
(Persons) agency led all producers of 
Mutual Life in November. Next in 
order were J. Dauley Miller, also of 
Chicago (Persons); C. J. McCole, 
Scranton; Jacob W. Shoul, Boston; 
Harry R. Schultz, Chicago (Persons); 
E. E.- Helmer, New Orleans; Charles 
Schiff, New York (Buesing); W. C. 
Holt, Los Angeles; M. A. Fitzpatrick, 
Baltimore, and Ernest Glover, Colum- 
bia. 

Adrian Fisch of St. 





Paul led in num- 


ber of paid applications, followed by 
Mr. Schiff, J. Levine, Chicago (Per- 
sons); N. D. Rowe, Manchester; G. E. 
Mader, Milwaukee; H. E. Farnsworth, 
Portland, Me.; R. J. Van Etten, Scran- 
ton; L. J. Robinson, Jr., and J. C 
Hardy, Salt Lake City, and T. T. 
Martin, Nashville. 





for their families. 


women know that — 








The Colossus of Rhodes... 


The Colossus of Rhodes—one of the seven wonders 
of the ancient world—helped men guide their ships 
safely into the harbor of Rhodes. 


In the modern world the Prudential Dollar Guide 
helps men chart a safe and secure financial future 
Prudential representatives say 
the Dollar Guide is one of the most effective life 
insurance selling tools ever devised. Their produc- 
tion records back this up. 


This new sales tool is another example of the Pru- ” 
dential's interest in giving its representatives the 
best in modern equipment. 


The Dollar Guide Is Today's Guide to 


Professional Selling! 


THE 


HOME OFFICE, NEWARK, N. J. 


and 


Prudential men’ 





PRUDENTIAL 
INSURANCE COMPANY OF AMERICA 


a mutual life insurance company 


WESTERN HOME OFFICE, LOS ANGELES, CALIF. 
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lision insurance. The probabilities here been oblivious and it is one that is cur- Mut 
are so obvious that the only solution rently getting much attention, particy- mas 
could be federal regulation of doctor’s larly in group circles. It would not phe agen 
: : a er 
fees, hospital and nurses charges, and surprising to see an approach made in Dg 

= . - os 6 . . . . - : 

Orienting Outside Speakers dentists fees, if it were decided to make this direction before long, perhaps jn rectc 
the toothache as well as the stomach- the way of a waiting period in group Mr. 

Those who attend life insurance meet- in his example. The audiences were ache the child of the state. hospital cover. If it 1s a good and sound poe 
ings at which speakers from outside the composed of life men who had little or © We would say that administratively idea and one that has popuiar appeal, form 

business take the rostrum soon realize nothing to do with fire or casualty the Douglas plan is more formidable particularly among middie income peo- 1937 

that there is a point on which many losses. Similar malapropisms are nu- than Truman’s all-embracive scheme, ple, it is one that will be originated and man 

speaking committees fail to carry out merous. and that it is in no wise less offensive extended through private enterprise, part 
od hat . se . . P . : — ; an : . . rec 

a responsibility. That task is to give the Misconceptions in the mind of a in principle. It may become important for insur- sural 

outsider a “briefing” on what a life in- speaker as to the composition of his Divorced from the issue of statism, ance people and the doctors to take the prog 

surance audience is in general terms, audience detracts from the value of his Senator Douglas does offer a pregnant lead in impressing the country with the Hi 
or, if necessary, an indication of what talk. Speakers can benefit by orientation suggestion in touching on the idea of fact that a deductible plan of federal — 

the audience is and is not interested in. from the committeeman who arranges providing accident and sickness protec- health insurance leads in precisely the a 

The emphasis on what life insurance is for their appearance and will appreciate tion on a catastrophe basis. It is an idea same direction as a full cover program, ceive 

not might well be placed on specific the help. The transmission of this in- to which insurance thinkers have not It is still bologna. wart 

advice to the speaker that life insurance formation, so helpful to the audience and oe. omit et — 
men normally are not deeply con- the speaker, should be noted by pro- ae wae a Ta a ar an 
cerned with the problems of the fire, gram committee chairmen as a must. ~ PERSONAL SIDE OF THE BUSINESS and | 
casualty or surety side of the business. It is not too much to ask a speaker to On | 
Over a period of a few months we tailor his talk by avoiding references to ors 

RR re . . Py =~ ne = > ae So M ° ¢ 
have heard life insurance men told that unrelated problems. Inside the business er gy me gy _— — calls “Risk Appraisal” a unique book grap 

; , . K r ‘ } n Z ‘ , 

they should be more aware of the pub- many talks can also be improved by of the Superior district of Metropo ita and a fine example of readability that drive 

kas ‘ ge nf gee : f the Life with headquarters at Ashland, Wis., comes from “writing by ear”. 3g 

lic’s attitude toward their claim settle- pertinently referring to the part o he was host to agents of his district and Mr. Flesch was so impressed by the =. 
ment practices, only to have the speaker business the audience is interested in, their wives at a pheasant dinner served readability of Dr. Dingman’s prose that oe 
reveal that automobile collision claim if it is segmented into agency, actuarial, at Washburn. The pheasants were shot he wrote and asked how Dr. Dingham Joh: 

settlements were the source of irritation legal, investment, etc. by Mr. Johnson on a hunting trip to the acquired his style. He received an in- 
Dakotas. teresting reply. Dr. Dingham likes short For 

. = ; > = + _ , re a 
James V. Moretti, manager at West words, con sentences, a Jo 

. Warwick, R. I., for John Hancock, has 2d one-word sentences. He dislikes too | 

It Is Still Bologna been named to the committee of man- ™&any adjectives or articles, and believes | mer 

agement of the Cranston YMCA that the most readable writing is done 
ad ~ . branch. with the fewest words possible and the 
At first blush, the idea advanced by economy specifications. That could in- simplest words possible. 
at hae raha fe F edie: area “a A. G. MacDonald, manager at Wake- ; : i 
Senator Douglas of Illinois for a federal clude some pretty responsible groups Geld, Sines. Ge felt Hameeck. ie Harry J. Pells, general agent at Den- | 
a z GORE: : : Bias ald, Mass., fancock, as: 2 . as é j 
health plan to take care of the costs of and if Douglas seriously is championing pee elected vice-preside tH -y., ver for General American, has been 
led | i 1 een elected vice-president of the Wake- elected national vice-commander, sixth 

sate ic illness se of » de- this deductible idea, the opponents of fie : sr of C » : : : e b > 

c atastrophic illness by use of the le t s PI s field Chamber of Commerce. region, of the Jewish War Veterans. 

ductible principle seems to be less of- federal health insurance will have to A daughter, Kathryn Ann, has been 


fensive than the Truman program that 
underwrite the entire cost of 
medical care. Senator Douglas feels 
that there is the need for providing re- 
lief for families that are “crushed finan- 
cially” when the money-maker of the 
household is laid up for a long while. 
He said he has in mind covering the 
cost of illness of a family beyond $150 


would 


of $200 a year. He suggests this as a 
substitute for the Truman program, 
which he declared “attempts to cover 
too much ground.” He contends that 


his plan is based on the real principle 
oi insurance, which is protection against 
great loss. 

Senator Douglas has been preaching 
some very fine gospel lately on economy 
in government and he has been giving 
specific suggestions on how this can be 
brought about painlessly and without 
disrupting the governmental machinery. 
He has won many adherents to this pro- 
gram and he is continuing to make ap- 
pearances and will win much more 
support. Hence there will be a lot of 
folks that will be swayed by the argu- 
mentum ad hominem and will endorse 
this idea of federal compulsory 
health insurance on a deductible basis 


because of partisanship for him on his 


brace themselves for a new assault. 
We believe that there is no difference 
in principle between the Douglas and 
Truman proposals, that they both consti- 
tute compulsory government health in- 
surance, and that the principle involved 


is not altered by the degree by which 
the government would intrude into 
this field. Moreover, unless Senator 


Douglas is far ahead of us in conceiv- 
ing of answers to the difficulties of ad- 
ministration of a deductible plan that 
appear obvious, we would say that such 
a scheme would be more awkward 
than would a whole hog plan of reim- 


far 


bursing everybody for the first dollar 
of pills. 
A prodigious amount of policing 


would be required to curb what would 
certainly be a natural tendency on the 
part of those providing medical care to 
inflate their charges when the 
bracket was‘reached, beyond what would 
be asked of the individual if it were all 
coming out of his pockeg. Also there 
would be the small element of venal pa- 
tients and medical personnel that would 


excess 


engage in collusion to cover up the de- 
ductible entirely or in parf as is done 
infrequently by assured and_ repair 


shops in connection with deductible col- 


born to Joseph R. Bixby of Kansas City 
Life and Mrs. Bixby. Mr. Bixby is the 
son of W. E. Bixby, company president. 

Ernest V. Sullivan, publicity director 
of American Life ‘Convention, was _ in 
the office on two successive day s, his 
first appearance there since his opera- 
tion Oct. 10 for a liver ailment. During 
Mr. Sullivan's illness, David Barrett, 
st. Louis newspaper man and insurance 
trade paper correspondent, has been 
spending two days a week in Chicago 
to take care of the publicity work. Mr. 
Barrett some years ago handled this 
work regularly, spending part of each 
week in Chicago and the remainder in 
St. Louis. 

Clyde R. Welman, Memphis general 
agent of National Life of Vermont, has 
been elected president of Mid-South 
Sight Conservation Assn., which fur- 
nishes eyeglasses, artificial eyes, and 
white canes for indigent cases .in Ten- 
nessee, Arkansas and Mississippi. 

Fred A. McMaster, manager for Pru- 
dential at Los Angeles, and president of 
Los Angeles Life Underwriters Assn., 
has been elected president of Los An- 
geles Goodwill Industries. 

In “The Art of Readable Writing”, 
published by Harper & Bros., at $3, 
Rudolf Flesch quotes Dr. Harry Ding- 
man, vice-president and medical direc- 
tor of Continental Assurance, and a 
passage from Dr. Dingman’s book, “Risk 
Appraisal.” Mr, Flesch, whose ‘The 
Art of Plain Talk” was very popular, 


_ DEATHS 


Joseph C. Behan, Retired 
Vice-President and Director 
of Mass. Mutual, Dies 


Joseph C. Behan, who retired April 1, 
1948, as vice-president of Massachusetts 
Mutual Life, died 
at Providence after 
a short illness. 
Since his retire- 
ment he had been 
living there with 
his son, Herbert 
G. Behan, man- 
ager for Travelers. 

Mr. Behan had 
been in good 
health until quite 
recently and_ at- 
tended the annual 
meeting of L.L- 
A.M.A. last month 
in Quebec. 

One of 
raconteurs 








Behan 


J: @s 
accomplished 
Mr. Behan 
vast fund 


the most 
in the business, 
was widely known for his 
of anecdotes. He was 76. 

Mr. Behan joined Massachusetts Mu- 
tual in 1896 after having worked in an 
Albany law office and acting as stenog- 
rapher for Commerce Fire and_ the 
Delaware & Hudson railroad. After 
serving as chief clerk in Massachusetts 
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department, he was 
superintendent 
agencies in 1909, superintendent of 
agencies in 1912, 2nd_ vice-president 
in charge of agencies in 1928 and di- 
rector and vice- president in 1936. 

Mr. Behan was for three years a 
director of L.I.A.M.A. He was. chair- 
man of the executive committee of the 
former Life Agency Officers Assn. in 
1937-38 and in 1938 and 1939 was chair- 
man of the National Committee for 
Life Insurance Education, which di- 
rected the annual message of life in- 
surance, a public relations advertising 
program. 

Honored by field men on numerous 
occasions, in 1917 Mr. Behan was 
presented a gold watch from the field 
force. In 1930 he and Mrs. Behan re- 
ceived a handsome hall clock, a house- 
warming present from the general 
agents. At the 1935 Massachusetts Mu- 
tual convention at Chicago, Mr. Behan 
was presented a_ six-piece silver tea 
and coffee service by the general agents. 
On his 50th anniversary with the com- 


policy 
assistant 


Mutual’s 
made 


pany in 1946, the general agents’ asso- 
ciation presented him_a_ radio-phono- 
graph-television set. T..e anniversary 


drive in his honor brought in more than 
$28 million in business in 28 business 
days. : 


John Dingle Dies; Agency 
Formerly Led Mass. Mutual 


John H. Dingle, 63, partner in the for- 
mer Bokum & Dingle agency of Massa- 





JOHN H. 


(From a picture taken about 
30 years ago) 


DINGLE 


chusetts Mutual Life in Chicago, died. 
The Bokum & Dingle agency, which 
was started from scratch in 1919 ab- 
sorbed another Massachusetts Mutual 
agency in Chicago in 1926 and by 1928, 
was hitting a $20 million a year pace 
and leading the company. 

Mr. Dingle graduated in 1910 from 
Dartmouth, where he was a football 
star. His early life insurance career was 
with Mutual Benefit Life in Baltimore. 
Going to Chicago in 1916, he was for 
three years with the Bishop agency of 
Massachusetts Mutual, later absorbed by 
Bokum & Dingle. 

When Norris Bokum died in 1937, Mr. 
Dingle formed a new agency. He re- 
tired in 1939 as a general agent. Since 
then he had been living in Dover, Del. 

George C. Newton, 83, retired super- 
intendent of policy loans for New York 
Life, died at his home on Staten Island. 
He retired in 1939 after 54 years with 
the company. 

Robert R. Taylor, 66, district man- 
ager of Equitable Society for about 30 
years, died at Greenville, N. C. 

Frederick S. Stevenson, 76, 
assistant secretary of Mutual Life of 
New York, died at his home in East 
Orange. He retired in 1940 after 46 
years with the company. 

Alfred J. Plechner, 46, associate man- 


retired 


of 


ager at Seattle for Guardian Life, died 
after a long illness. He attended Uni- 
versity of Pennsylvania and graduated 
from University of Washington. He 
had been in lite insurance work since 
1933. 

Henry T. Haygood, 46, district man- 
ager of Life of Georgia at Thomaston, 
Ga., died suddenly while attending a 
meeting of the Masonic lodge of which 
he was worshipful master. 

Paul E. Grubbe, 41, executive vice- 
president of E. I. Evans & Co., Colum- 
bus, O., actuarial firm, was killed when 
his private plane crashed near Portage, 
Pa. Mr. Grubbe was with Ohio indus- 
trial commission for 10 years before he 
helped form the Evans firm in 1944. 

J. Fred Ellis, 56, retired Shelbyville, 
Ind., manager of Prudential, died there. 
He had been in the business more than 
20 years. He entered the business at 
Mooresville, Ind., where he had been 
a engage 


LIAMA enone on 
Consumer Survey 


HARTFORD—L.I.A.M.A. has issued 
a report on its opinion survey conducted 
in Seattle, entitled ‘“‘Life Insurance In- 
formation, Attitudes and Experience.” 
Some of these were discussed by Dr. 
S. Rains Wallace, L.I.A.M.A. director 
of research, at the recent L.I.A.M.A. 
annual meeting in Quebec. 
Following are the principal findings: 
Seventy-eight per cent of the house- 
hold heads interviewed had bought in- 
surance from an insurance agent at 
some time; are known to have paid 
$20 or more in premiums during 1947; 
25% are known to have bought more 
than one policy from a single agent. 
These people Know, or can guess, what 
an insurance contract must be like to 
be compatible with their property rights 
but they are confused by such words as 
“participating insurance,” “industrial in- 
*" and “term policy.” They know 


surance 
relatively little about the agent's rights 





75% 


and duties or the services he can pro- 
vide. 

Despite public ignorance of the agent 
in his professional capacity, attitudes 
toward him are not generally unfavor- 
able. He is ranked as more altruistic 
than lawyers, merchants and congress- 
men. Similarly, life insurance as an in- 
stitution is ‘generally well regarded, 
although 85% of the respondents believe 


that insurance companies get together 


and fix the price of insurance. 
Related to Size of Income 
The amount of insurance a man owns 


is closely related to the size of his 
income and to the number of dependents 


he supports. Owners of large amounts 
of insurance are more likely to have 
asked an agent for insurance, bought 


twice from the same agent, and borrowed 
on a policy than are owners of small or 
moderate amounts. It is the people who 
already own moderate amounts of life 
insurance who most frequently express 
intentions to buy more life insurance in 
the future. 

Those who have gone to college are more 
likely to keep their insurance than people 
in any other education group: whereas 


56% of the grammar school group have 
given up an insurance policy, only 23% 
of the college group have done this. 
Those who are well informed about life 
insurance are more likely to have 
bought more than once from a _ single 
agent and to have taken out a loan on 
an insurance policy. In every income 
group, the well-informed more fre- 
quently express intentions to buy more 
life insurance in the future. 
Information Outweighs Finances 

The results suggest that above a cer- 


tain income level,. degree of information 
and not ability to pay the premiums is 
the determining factor in buying and 
giving up life insurance. In the high- 
income group, those who make small 
premium payments are very poorly in- 
formed, while those who make large 
premium payments are extremely well- 
informed. No such sharp contrast be- 
tween small and large premium payers 
exists in the low income group. 

People who have never bought a policy 
from an agent and those who do not in- 
tend to buy insurance in the future have 
relatively less favorable opinions of 
agents and the price of insurance. Those 
who have at some time given up an in- 
surance policy have relatively unfavor- 
able attitudes toward agents, but not 
demonstrably toward the price of insur- 
ance. 

The_ well-informed have relativelv fa- 
vorable attitudes toward agents. Within 
each education and income group, the 
well-informed consider insurance more 
reasonably priced. 








W. T. Grant, chairman and founder of 
Business Men’s Assurance, is shown 
above receiving the results of an annual 
November sales drive in his honor from 


Miss Pat Callahan (left) and Mrs. 
Betty Horn of the new business de- 
partment. The field force put on an 


all-out drive this year, as it is also the 
company’s 40th anniversary year. Field 
men sent birthday greetings to Mr. 
Grant, accompanied by reports of extra 
business obtained in his honor. General 


Agent King W. Chapman of Hawaii 
also sent a box containing nearly 600 
orchids which Mr. Grant distributed 


among the employes. 

That evening there was a dinner for 
home office employes and their families 
sponsored by the home office employes 
organization. David Alton, club presi- 
dent, was toastmaster and Arthur 
Walsh, policyholders service depart- 
ment, presented birthday greetings to 
Mr. Grant on behalf of the new em- 


O’Mahoney Hits Lack of 

Venture Capital; Announces 

Life Company Witnesses 
WASHINGTON—Announcing a 


series of hearings of life insurance and 
other financial and industrial executives 
before the joint economic committee's 
investment policy subcommittee, of 
which he chairman, Senator O’Ma- 
honey, Wyoming, dwelt upon the lack 
of venture capital and the change in 
the savings or investment habits of the 
people. 

He said studies by the 
committee and testimony 
perienced in investments seem to in- 
dicate clearly that the majority of 
people with savings are more desirous 


is 


his 
ex- 


staff of 
of men 


of security for those savings than they 
are for large profits from new  ven- 
tures, or even from old ventures; they 
are therefore investing most of their 
savings in government bonds, in life 


insurance policies, and in savings banks. 
Like Last Week’s Testimony 


These statements are in line with tes- 
timony taken last week by the House 
monopoly committee. However, life in- 
surance witnesses there attributed the 
change in investment habits of the 
people largely to the taxing, fiscal and 


monetary policies of government. As 
one insurance executive remarked, these 
policies are driving people “into the 


arms of life insurance.” 
Commenting upon what he called the 
“extraordinary change” outlined by him, 


O’Mahoney said that by the end of 
last year the life companies of the 
country were custodians of $47%_ bil- 
lion of personal savings, and exactly 


the same amount had been invested in 


U.S. savings bonds. 

“Life insurance savings have in- 
creased from $13.7 billion in 1930 to 
$47.5 billion in 1948,” O’Mahoney 


pointed out. 


Difference in Rates of Growth 


Though savings in savings and loan 
associations, mutual savings banks, and 
commercial banks have also grown, 
O’Mahoney said the rate of increase 


ployes while Walter Payne of the claim 


department presented greetings on be-° 
half of the “old-timers.” 
President J. C. Higdon introduced 


the guest of honor, w ho in his response 
traced the company’s history back to its 
start in a single room so small that he 
and the directors had to put chairs in 
the hallway when they met. 

Mr. Grant was able to report that the 
company has just passed the $400 mil- 
lion life insurance in force and A. & H. 
premium income for the first 10 months 
was $9,522,000, with total premium 
income of $18,941,860. This vear total 
payments to policyholders and_ benefi- 
ciaries will come close to the $100 mil- 


lion mark, while assets, exceeded $76 
million on Oct. 31. 
As, part of the dinner program, the 


home office employes organization’s of- 
ficers presented Mr. Grant a 50-pound 
birthday cake with four layers, each 
representing a decade of the company. 
has been much less rapid than that of 
the life companies and the government. 

Testimony of life company execu- 
tives started Wednesday before the 
joint economic committee’s investment 
subcomunittee, witnesses being fol- 
lows: 

Dec. 7—Leroy A. 
Metropolitan Life; 


as 


president 
Wood- 


Lincoln, 
Donald B. 


ward, 2nd vice-president Mutual Life; 
Dec. 8—Dwight L. Clarke, president 
Occidental Life; Joseph M. Bryan, 1st 
vice-president Jefferson Standard; De- 
vereux Josephs, president New York 
Life; Dec. 9—Oliver M. Whipple, fi- 
nancial vice-president Mutual Life; 





Robert B. Patrick, financial vice-presi- 

dent Bankers Life of Iowa: Frank A. 

Shaller, vice-president Equitable So- 

ciety. 

Explains Wis. Position 

on Insuring Negroes 
MADISON — Attorney-general Fair- 


child of Wisconsin explained the state’s 


case in denying to Negroes life insur- 
ance in the state life insurance fund. 
Addressing the University of Wisconsin 
chapter of the National Assn. for the 
Advancement of Colored People, Fair- 
child pointed out that if the cost of 
insuring a Negro risk is different be- 
cause of higher mortality rates, the 
state constitution may require the state 


to insure at premiums reflecting the 
higher cost. 

The chapter has been conducting a 
post-card campaign directed against 
“discrimination in state life insurance.” 
The cards were addressed to Fairchild. 
He pointed out in his talk that the case 
is before the court to determine whether 
Negroes should be denied coverage be- 


cause of higher mortality. 


Mich. Actuaries Meet 


The second fall meeting of the Mich- 


igay Actuarial Society in Detroit had as 
speaker Gathings Stewart, assistant 
actuary Lincoln National Life. He dis- 


the various ways of analyzing 
and allocating expense and _ illustrated 
his main points by reference to the 
methods now in use at Lincoln National. 


cussed 
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~— LIFE AGENCY CHANGES 





Four Sun Life 
Managers Retiring 


Four Canadian managers of Sun Life 
of Canada will retire Dec. 12. 

James A. Isbister, with the company 
25 years and manager at ‘Calgary for the 
last 15, will be succeeded by G., S. 
Houghton, associate manager since last 
July, who was recruited by Mr. Isbister 
in 1944. 

David T. Diplock, manager at Peter- 
borough, with the company 45 years 


manager at Peterborough since 
1935, will have as his successor Ken- 
neth C. Dalrymple. Mr. Dalrymple, an 
air force veteran, has been a unit super- 
visor since 1946 and associate manager 
at Peterborough since October. 

August Cooke, manager of the Que- 
bec south shore branch since 1935, will 
be succeeded by H. R. DuSault, who 
has had 18 years’ experience in branch 
office work at the head office before go- 
ing into the field in 1947. He has been 
associate manager since October. 

J. E. Newdick, who was in the bank- 
ing business before joining Sun Life in 


and 
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1927, will retire as manager of the 
Toronto York branch and be succeeded 
by R. A. Dorrell. Mr. Dorrell, who like 
Mr. Newdick, is a C.L.U., has been as- 
sistant manager in another Toronto 
branch since 1947. He joined the com- 
pany in 1933 in British Columbia. He 
is a Canadian army veteran. 

Sun Life has also appointed as super- 
visors A. D. Adamson at Vancouver, 
A. L. Brazier at Toronto Victoria 
branch, A. C. Balaguer at Wilmington, 
John J. Kelly at London, Ont., Marcel 
Lajoie at Trois-Rivieres, V. A. Liberto 
at Laurel, Miss., and H. E. Wilson at 
Calgary. 


Mutual Sets Three 
Up as Managers 


Mutual Life has instituted managerial 
changes effective in Davenport, St. Paul, 
and Chicago. 

Benny A. May- 
nard, E. Don Bish- 
op and George L. 
Tye, home office 
training assistants, 
have been ad- 
vanced to mana- 
gerial posts. Mr. 
Maynard will suc- 
ceed Loyd B. Get- 
tvs at Davenport 
and Mr. Bishop 
will follow H. W. 
Moore as head of 
the St. Paul agen- 
cy. The outgoing 
managers have asked, for reasons of 
health, to be relieved of their managerial 
duties. They will resume personal pro- 
duction. 

Mr. Tye will become manager of the 
Chicago agency headed now by John R. 
Hastie, who is retiring to reenter per- 
sonal production. b 

Mr. Gettys has been with Mutual Life 
since 1915. He was district manager in 
Omaha from 1920 to 1925, when he was 
named manager at Sioux City. He has 
been manager in Davenport since 1936. 

Mr. Maynard, who succeeds to the 
Davenport post, has been with Mutual 
Life since 1945. He was named an 
assistant manager at Wichita in 1947 
and was advanced to training assistant 
a year ago. Mr. Maynard is a grad- 
uate of Saint Cloud State Teachers 
College and a war veteran. 

Mr. Moore has been manager at St. 


Benny A. Maynard 





George L. Tye 


E. Don Bishop 


Paul agency since 1937. He joined Mu- 
tual Life in 1924, at Springfield, Ill. 
From 1929 to 1937 he was manager at 
Topeka. 

Mr. Bishop, who becomes manager 
in St. Paul joined the company in 1942 
at Oklahoma City. In 1946 he was 
advanced to assistant manager there 
and three years later was promoted 
to training assistant. He attended St. 
Benedict's College. 

Mr. Hastice has been a Mutual Life 
agency manager in Chicago since 1935. 
He joined the company there in 1924. 

Mr. Tye joined Mutual Life in 1945 
at St. Louis and was advanced to assist- 
ant manager in 1946. He has been a 
training assistant at the home office 
for a year. Mr. Tye is a graduate of the 
University of Kentucky. 


Prudential Makes Changes 


Edward J. Kelley; manager for Pru- 
dential at Portland, Me., has retired 
after 47 years of service. 

He is succeeded by Arthur R. Clii- 








ton, who has been manager at Fra- 
mingham, Mass. Mr. Clifton joined 
Prudential at Boston in 1935 and has 
been . manager at Framingham since 
1947. Mr. Kelley joined Prudential at 
Portland in 1902, becoming manager 
in 1917, 

Prudential’s office at West Palm 
Beach, Fla., has been designated dis- 
trict sales and service headquarters for 
a six-county area adjacent to Lake 
Okeechobee. Leo Rapp has been 
appointed manager. Mr. Rapp formerly 
was asistant manager at Blue Island, 
Ill. 


A. W. Hogue, Veteran 
Manager of BMA at 
Dallas, to Retire 


A. W. Hogue, Dallas manager for 
Business Men’s Assurance, will retire 
Jan. 1. He has been with BMA since 
1916. In 1917-20 inclusive he was vice- 
president of the company’s leading pro- 
duction club. In 1920 he went to the 
home office as general field supervisor, 
Four years later he became vice-presi- 
dent in charge of sales. In 1931 he re- 
signed to become manager of the newly 
established Dallas branch. i 

Since then Dallas has consistently 
been one of the company’s leading 
branches and Mr. Hogue has not only 
continued as an outstanding personal 
producer but has had a great deal to 
do with the development of a number 
of the company’s leading agents. 

He has served as president of the 
Dallas Life Underwriters Assn., and 
Dallas Life Managers Club and vice- 
president of the Texas Life Underwrit- 
ers Assn. 


Rufus Pritchett, Life of 
Georgia Veteran, to Retire 


Rufus Pritchett will retire as Life of 
Georgia’s Atlanta division manager at 
the end of December after more than 49 
years service. He joined the company at 
Athens, Ga., having been hired by the 
company’s founder and president, the 
late J. N. McEachern, Sr. 

More than a score of the company’s 
present field managers received their 
initial training under Mr. Pritchett. He 
has served in Athens, Covington, 
Macon, Milledgeville, and Atlanta in 
Georgia, and at Knoxville, Tenn. 


Wissig Heads U. S. Life 
Group Office at Buffalo 
- jt OD 


United States 
Life has opened a 
group office in Buf- 
falo with John J. 
Wissig, J r., in 
charge. Mr. Wissig 
has been home 
office group repre- 
sentative since 1947. 
He graduated from 
Dartmouth in 1947. 











e John J. Wissig 


Zahorik Associate G.A. 

William S.: Vogel, New Jersey state 
agent of Columbian National Life has 
appointed Charles C. Zahorik, as asso- 
ciate general agent with offices at Pater- 
son. He has a well-established organ- 
ization in Paterson, and is assisted by 
Norman Pedevillano, supervisor. 

Mr. Zahorik is secretary of the Pas- 
saic-Bergen General Agents’ & Man- 
agers Assn. 





Pierce Cleveland Manager 


Ivan D. Pierce has been appointed 
manager at Cleveland for Pacific Mu- 
tual Life. He was with Travelers at 
Cleveland for four years. 





Texas Life Names Two 


Texas Life has appointed’ Bennie 
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Strickland and J. A. Williams district 
managers in Houston and Bryan re- 
spectively. Mr. Strickland has ‘been in 
the life insurance business for 10 years. 
Mr. Williams was formerly in the 
wholesale grocery business and more re- 
cently has been operating a general in- 
surance agency in Bryan. 


General American Names 
Chamberlain, Huey 


General American Life has appointed 
Michael Chamberlain general agent at 
San Diego, Fred M. Huey general 
agent at Manhattan, Kan.; 
Leonard, G. E. Hester and W. E. 
as district managers at Manhattan, 
Kan., Florence, Ala., and Russell, Kan., 
respectively. 

Mr. Chamberlain, a relative of Neville 
Chamberlain, former prime minister of 
England, started in life insurance in 
England 1934. He has served as vice- 
president and program chairman of the 
San Diego Quarter Million Dollar 
Round Table. 

Mr. Huey, a graduate of Kansas State 
University and an army veteran, is 
vice-president of the Manhattan Life 
Underwriters Assn. 

Before joining General American Mr. 
Chamberlain was with New England 
Mutual and Mr. Huey with Prudential. 


Parker to Santa Ana 

Perry L. Parker, since 1947 man- 
ager of the Exposition Park office of 
Prudential at Los Angeles, has been 


appointed manager at Santa Ana, Cal. 
He started as an agent at Oakland in 





THRU-OUT 1950 THE MOTTO 
OF MANY AGENCIES WILL BE: 
SELL, SELL, SELL! 


Total all the premium income, all 
the equipment necessary to home 
office operation, all the managerial 
“know-how” in the life insurance 
business—but leave out salesman- 
ship—and what have you got? 


Figuratively, you've got the world’s 
greatest product, with props and 
supporting cast — without stars! 
Leave out salesmanship and you've 
got the world’s most powerful rocket 
without its fuel. . the world’s 
fastest jet without its thrust! 


We are prepared to bring to you 
and your agency thru-out 1950 the 
most helpful, powerful, practical 
array of agency and sales building 
plans known to the industry. Frank- 
ly, we don’t mind your skepticism 
regarding these superlatives. We 
don’t want you to take our word 
regarding the value of R&R’s Man- 
agement Plans Service to your 
agency. There is one practical way 
of testing its value; that is, to put 
it to use in your agency. You are 
invited to do so on an absolute 
money back basis. 


We'd like to have you _ inspect 
Management Plans. But we wouldn’t 
want you to keep it if it isn’t worth 
many times its cost. 


ON THAT BASIS, MAY WE SEND 


YOU THE JANUARY MANAGE- 
MENT PLANS SERVICE? 


PAUL SPEICHER 








President 


THE INSURANCE 


RESEARCH & REVIEW SERVICE 
INDIANAPOLIS 





assistant manager 


1932 and became 
there in 1939. 


Riordan Made D.C. Manager 

Liberty Life has 
opened a District 
of Columbia office 


with Howard J. 
Riordan as man- 
ager. 

Mr. Riordan has 


served for the past 
year as supervisor 
at the home office. 
He is a graduate of 
Southern Method- 
ist course and the 
L.I.A.M.A. school. 
He has completed 
his C.L.U. exami- 
nations. 





H. J. Riordan 


John J. Posthauer has joined the Se- 
attle office of Pacific Mutual to super- 
vise group sales. 


Manufacturers Life has appointed 
David K. Falvay as agency assistant at 
Detroit. 


COMPANIES 


Lincoln Nat'l Employes 
Form 25-Year Club 


The Loyal Service Club of Lincoln 
National has been organized with 84 
members. Membership is open to active 
and retired home office and branch office 
employes of the company with 25 or 
more years of active service. The com- 
pany invited all charter members to at- 





tend the organizational meeting and 
banquet. 

Officers were elected, a constitution 
was adopted, and committees were ap- 
pointed. The club will determine its 
own schedule of functions. The greeting 
committee will in the future deliver 


bouquets of roses to employes on their 
25th anniversaries with the company and 
will welcome them into the club. 


McNeny, Principal in Effort 
to Buy United L&A, Dies 


Frank L. McNeny, Dallas oil and real 
estate man, who along with Hugh F. 


Dickson of Atlanta has been trying to 
acquire control of United Life & Acci- 
dent of Concord, N. H., died at the age 
of 66. Whether Mr. McNeny’s death 
will cause any change in the efforts to 
buy is not known. Messrs. McNeny 
and Dickson had an option to buy the 
4,000-odd shares of United L. & A. 
owned by Shenandoah at a price of $80 
per share, it is understood. United L. & 
A. itself has been offered something 
over $60 for other shares, but the man- 
agement is strenuously resisting the sale 
and so far has blocked the prospective 
purchasers in their attempts to get the 
stockholders list. Until this move de- 
veloped, what trading there had been in 
the stock was in the range of $40 to $50. 
The dividend has been $1 per year. 


Opens New Home Office 


National Farm Life of Fort Worth 
held open house in its new home office 
building there. The company was or- 
ganized in 1946 by W. C. Young, its 
general manager, W. L. Stangel of 
Lubbock is chairman; Don Jones, Lub- 
bock, president; E. R. Alexander, Col- 
lege Station, first vice-president; Dr. 
Nall R. Bailey, Fort Worth, vice-presi- 
dent and medical director; Lallah 
Wright, Fort Worth, secretary. 


Drops Premium Receipts 


North American Life of Toronto has 
discontinued the sending of premium re- 
ceipts to policyholders, except on spe- 
cific request. With the new type of 
premium notice, consisting of the notice 
and a record of payment portion, policy- 
holders receive a notice telling about the 
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YEAR’S END... 


Soon be time to tot up the 


books for the year and turn 


over a fresh, new sheet for 


1950. 


It’s been a right good year 


for us. Production has been 


good, gain has been healthy, 


... which means that our fine 


agency force has taken the 


story and the service of Life 


Insurance to many, many 


more self-reliant American 


people. 
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change, nointing out that it confirms to 
modern business practice and recognizes 
that the cancelled check or money-order 
stub is ample evidence of payment. 
North American is said to be the first 
Canadian company to adopt this plan. 


Penn Mutual Conducts 
Management Trainee School 


Penn Mutual Life has been holding a 
two-weeks’ agency building school for 
20 men selected for managerial training. 
The faculty included President Malcolm 
Adam, Chairman William W. Bodine, 
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and various other officers, headed by 
Eric G. Johnson, agency vice-president, 
each officer speaking on his departmen- 
tal specialty; eight general agents and 
Profi. Malcolm G. Preston of the Uni- 
versity of Pennsylvania. Aaron M. 
Royal, manager of field training, was in 
charge of the school. 





Eastern Life Celebration 


Life gave a dinner for its 
leading producers at which Murray 
April, director of agencies, who was 
ending his first year in that office, and 
leading agencies, were honored. During 


Eastern 
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MONTANA IS A PROVIDENT STATE! 
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Mother Nature showered her blessing on Montana—min- 
erals, timber, rich farm lands, to mention just a few. But it 
was the character of her people—hard-working, industrious— 
that made her a “Provident State”. 


to know about our Company and to share in oar Company’s 


progress. 


We feel the same way about our other “Provident States” 


—Oregon, Washington, Minnesota, South Dakota and North 


Dakota. 


The Provident Life has grown with her territory. Although 
it has increased in size, the Company has avoided the prob- 
lems that bigness brings. We can still deal with our policy- 


owners, our agents and our friends on the personal level. 


PROVIDENT 
LIFE INSURANCE 
Company 
BISMARCK, NORTH DAKOTA 


We wanted Montanans 
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for a permanent connection. 


benefits. 
@ Complete substandard facilities. 
@ Educational program for field man. 


Nebraska, New Jersey, North 


NORTH AMERICAN LIFE 








THE COUNTRY’S MOST FRIENDLY COMPANY 
OFFERS.... 


@ Modern and attractive agent's and general agent's contracts to those looking 


© Complete line of Life Insurance policy contracts from birth to age 65 with full 
death benefit from age 0 on juvenile policy contracts. 

© Complete line of Accident and Health policy contracts with lifetime benefits. 

@ Individual Family Hospitalization contracts with surgical, medical and nurse 


Strong, Progressive Company 
Older than 85%, of all legal reserve life 
insurance companies 
COMPANY'S EXPANSION PROGRAM OFFERS 


Openings in California, Florida, Illinois, Indiana, Kansas, Michigan, Minnesota, Missouri, 
Dakota, Ohio, Wisconsin and Territory of Hawaii 


of Chicago 
C. G. ASHBROOK, VICE PRESIDENT — DIRECTOR OF AGENCIES 
NORTH AMERICAN BUILDING, CHICAGO 3, ILLINOIS 


INSURANCE COMPANY 

















the past year paid volume gained 31144% 
to the end of October. 

Vice-president Harry Yarin, in charge 
of investments, was also honored. He 
traced the progress and growth of the 
company since its formation. Speakers 
included President Louis Lipsky, and 
General Counsel F. R. Stoddard, former 
New York superintendent, who lauded 
the work of Dr. Isaac Sossnitz, vice- 
president and medical director. 


Formal Combination of 
Dallas Insurers Effected 


Formal combination of Southland Life 
with Reserve Loan Life has now been 
effected. The majority of Reserve Loan 
employes have already been moved to 
the Southland Life home office building. 

A letter has been mailed by President 
W. C. McCord of Southland to all for- 
mer Reserve Loan policyholders stating 
that effective Nov. 30 Southland Life 
assumed all provisions of their policies 
and welcomed each as a Southland pol- 
icyholder. Since the purchase of Re- 
serve Loan, Southland has established 
branch offices in Portland to service 
Oregon and Washington, in Oklahoma 
City, and in Little Rock. Additional 
expansion of Southland operations will 
be effected as soon as necessary ar- 
rangements can be made. 





Advisory Group to Meet 


The annual meeting of Prudential’s 


advisory committee of agency man- 
agers will be held Dec. 7-9. Meeting 


with executives at the home office, the 


committee will advance opinions and 
advice on matters affecting agency 
operations. 





Family Life and Family Under- 
writers Corp. have elected C. D. Payne 
and V. S. Smith, Seattle, as directors. 
Mr. Payne is a packing company ex- 
ecutive and Mr. Smith is an attorney. 





Connecticut General was host at a 
dinner to 113 members of the 25 Year 


Club. 
A. & H. Bureau to Meet 
Next Year in Poconos 


The annual meeting of Bureau of 
A. & H. Underwriters has been set for 
Sept. 24-26 at Sky Top Manor in the 
Poconos near Stroudsburg, Pa. 





American National Passes Its Second 


COMPANY MEN 


—— 


Fenker Goes with 
Colonial L. & A. 


Richard M. Fenker has resigned as 
actuary of the Mississippi department to 
go with Colonial Life & Accident of 
Columbia, S. C., in an official capacity, 
He attended University of North Caro- 
lina and graduated at Vanderbilt. After 
serving in the navy he went with Na- 
tional Life & Accident and then for a 
time was with American Life Convyen- 
tion, engaging in industrial mortality 
table work. He was actuary of the Ten- 
nessee department about a year before 
going to Mississippi. 

Colonial Life & Accident is about 10 
years old. It has specialized in A. & H.,, 
but is chartered for life insurance as 
well and intends to cultivate that busi- 
ness. The president is E. V. Avery. 

Essie Langston, a University of Mich- 
igan actuarial graduate and a native of 
Mississippi, who has been connected 
with the department, will take over 
some of Mr. Fenker’s duties there. 


Gilliland Joins Life of 
Georgia's Legal Staff 


Jason B. Gilliland has joined Life of 
Georgia as assistant general attorney. 
He has been legal assistant to Associate 
Justice Candler of the Georgia supreme 
court since leaving the army as an in- 
fantry captain. 

Mr. Gilliland is a graduate of the Uni- 
versity of Kentucky law school. He 
practiced law in Stanford and was an 
assistant in the legal department of the 
Tennessee valley authority before join- 
ing the army. 


Burke Mortgage Loan Chief 








Occidental Life has appointed A. 
Milton Burke manager of the mort- 


gage loan department. Mr. Burke, as- 
sistant secretary, formerly was asso- 
ciate manager of that department. He 
joined Occidental in 1930 as assistant 
to the manager of the mortgage loan 
department. In 1939 he was elected 
assistant secretary and sent to Daven- 
port, Ia., as mortgage loan representa- 
tive and in 1944 was transferred to 








Billion in Force Under W. L. Moody 


Insurance in force of American Na- 
tional has passed $2 billion and the com- 
pany believes itself 
to be the first to 
reach this goal 
under the continu- 
ous management of 
the founder, in this 
case W. L. Moody, 
Jr., president. At 
celebration of the 
achievement during 
the annual indus- 
trial department 
convention at Gal- 
veston, it was 
brought out that 
the average age of 
all companies with 
more than a billion in force is nearly 
80 years, whereas American National 
is just 45 years old. W. L. Vogler, 
executive vice-president, pointed out in 
his speech that the company is now 
20th in point of size among some 500 
life companies. He said insurance in 
force nearly doubled between 1943 and 
1949. 

Mr. Moody heads a mighty group of 
enterprises. He is a sturdy man of 
sturdy stock. He continues to engage, 
despite his 85 years, in strenuous hunt- 
ing and fishing, going out whatever the 
weather. On the cover of the October 
issue of “The House of Moody” which 





W. L. Moody, Jr. 


is a house organ for the various Moody 
enterprises is a picture of Col. William 
Moody, his father, at the age of 88 
with gun in hand, clad in rain clothes 
the fore- 


and a lot of dead ducks in 
ground. Col. Moody died in 1920 at 


Besides American Na- 
institutions include 
of Galveston; 
and Tribune; 


the age of 92. 
tional, the Moody 
American Printing Co. 
The Galveston News 
W. L. Moody & Co., bankers: City 
National Bank, Galveston; W. L. 
Moody Cotton Co.; Affiliated National 
Hotels, embracing 32 hotels; 10 ranches 
in Texas and a fox farm in West Vir- 
ginia. 

Mr. Moody is recovering at St. Mary’s 
Infirmary from a gall bladder operation. 
He came through the ordeal well. He 
was to have been host at his home to 
the insurance commissioners, but in 
view of his illness, American National 
entertained at a cocktail party at the 
Buccaneer hotel, which is one of the 
Moody chain. 

At the convention, F. B. Shuler, 
superintendent at Orange, Tex., was 
awarded the president’s trophy as the 
top producer of the year. J. L. Brazell. 
superintendent at San Diego, received 
the monthly debit ordinary plaque. + 
number of other awards on the basis 
of combined insurance increase and 
meritorious achievement were presented 
to district superintendents and agents. 
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Chicago in the same capacity. 

In 1946 Mr. Burke returned to the 
home office as assistant to President 
Dwight L. Clarke and later that year 
was made associate manager of the 
mortgage loan department. 


Home Life Promotes Eitel 


William W. Eitel has been appointed 
office planning supervisor of Home Life 
of New York. He will continue the 
planning of administrative procedures 
in the group branch. Among his post- 
war assignments was the administration 
of the policy issue section and training 
of its new personnel. He joined Home 





Life in 1935. 
H. R. MacMillan of Vancouver, has 
been appointed a director of Great- 


West Lite. Mr. MacMillan is a director 
of many | eaeng Canadian earpneseens, 


POLICIES 


Mutual Ups Most 
Policy Dividends 


Mutual Life will increase by $600,000 
its 1950 dividends to $16,800,000. This 
will result in larger dividends on 73% 
of all policies in force for more than 
one year. Another 24% will receive the 
same dividend as in 1949, or will re- 
ceive their first dividend in 1950. The 
remaining 39% will receive — slightly 
smaller dividends than in 1949 because 
in general premium payments on the 
contracts have been completed. 


State Mutual 
Dividend Action 


State Mutual Life’s dividends on term 
policies for 1950 are substantially in- 
creased, while those on permanent plans 














of insurance issued on the CSO basis 
remain unchanged. Dividends on older 
business are being completely read- 
justed for the first time since 1944, in- 
volving some increases and some de- 
creases. 


Has Quintupling Policy 


Indianapolis Life has introduced a 
progressive estate policy issued from 


ages 0 to 14. Although death benefits 
increase, the premiums remain uniform 
to age 65, when the policy becomes 
fully paid-up for life. 

Death benefit prior to the policy an- 
niversary nearest age 21 is $1,000 plus 
the return of the premiums paid: for 
age at issue under six months, the bene- 





COMPLETE PERSONAL 
INSURANCE COVERAGE 


“REGISTERED POLICY PROTECTION” 


REPUBLIC NATIONAL 
LIFE INSURANCE 
COMPANY 


THEO. P. BEASLEY, President 


OAULAS, TEXAS 
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fit for the first year is $250 plus return 
of the first annual premium. On the 
policy anniversary nearest age 21 the 
death benefit increases automatically to 
$5,000 without evidence of insurability. 





Conn. Gen’‘l Keeps 
Same Dividend Scale 


Connecticut General's 1950 dividend 
scale will be the same as for 1949. Dur- 
ing 1950 dividends left at interest under 
participating policies will continue to 
accumulate at 3% interest unless the 
guaranteed rate is higher. Under sup- 
plementary agreements, excess pay- 
ments on funds will continue on the 
same basis during 1950 as in 1949, 





New World Life will now write the 
following amounts of insurance on a 
non-medical basis: males, ages 14-39, 
$10,000; males, ages 40-45, females, ages 
0-40 and juveniles, ages 0-13, $5,000. 

It has also reduced its double¢indem- 
nity rate from $2 to $1.50 per $1,000. 





Standard of Oregon will now issue 
immediate single premium life, refund 
and joint and survivor annuities on both 
a participating and a non- participating 
basis. Since 1936 it has issued only 
participating single premium annuities. 
The single premium for a non-participat- 
ing annuity is equal to 96.25% of the 
current pliciincanawii ere: ram: 


_ ACCIDENT 


New Edition of Handbook 
on A. & H. Insurance 


The “Handbook on A. & H. Insur- 
ance,” a handy 45-page paper covered 
ae designed to furnish prospective 

. & H. agents with certain fundamen- 
na to assist in passing state examina- 
tion licenses, has been completely 
revised and the new edition is off the 
press. 

The text was prepared under the 
supervision of the advisory board of 
A. & H. insurance examinations of New 
York state by a committee of Bureau 
of H. & A. Underwriters and H. &. A. 
Underwriters Conference headed by 
Earl R. Trangmar, Metropolitan Life. 








The subject matter is developed 
under six headings: Economic reasons 
for A. & H. insurance, the individual 
A. & H. insurance contract, classes of 
contracts, underwriting, claims, state 


supervision and professional standards 
for agents. 

It is intended to furnish a_ broad 
background which will help prospective 
agents in the general study of disability 
insurance and to help orientate novices 


in the disability lines. The booklet is 
written in concise, easily understood 
language. No attempt has been made 
to include specific answers to questions 
that may be included in examinations 
given by any insurance department. 
Companies use the booklet to give new- 


comers in the business both in the field 
as well as home office and agency per- 
understanding of terms and 


sonnel an 
fundamentals. 

Single copy price is 60c, with very 
low wholesale rates for quantities. The 


booklet is sold by The National Under- 
writer Co., 420 East Fourth street, 
Cincinnati 2. 


H. & A. Conference Holds 
Third Regional at Dallas 


Frank L. Harrington, Massachusetts 
Protective, president of H. & A. Under- 
writers Conference, opened the regional 
meeting at Dallas, with more than 60 
in attendance. He told of the work of 
the conference and the “growing pains” 
of the & H. business, which have 
been aggravated by its very rapid 
growth. 

C. O. Pauley, managing director, dis- 





cussed coverage for polio and other gested varied from $25 to $500. 

“dread” diseases. A round table dis- Cecil C. Fraizer, general counsel, 
cussion took up the possibility of a spoke on mail order insurance and de- 
deductible clause in the writing of scribed the entrance of federal trade 
fixed-amount medical care policies, de- commission into the mail order picture 
signed to take care of a family’s med- as the first step of government en- 
ical expense over a given period of croachment in the entire field of in- 
time. The deductible amounts sug- surance. He distinguished between good 





First Things First 


Many good people believe that we 
believe in Term insurance as such. 


We don't. Nor in any other kind — as 
such. But we do believe all life insurance 
should do its job — should do for a 
man’s family if he dies what he 

will do for them if he lives. 

For many buyers, this inevitably means 
Term insurance — at least to begin 
with. Hence Occidental's attractive, 
practical Term plans for such buyers. 


occidental life 


INSURANCE COMPANY 


of California 
V.H. JENKINS, Senior Vice President 


We pay agents lifetime renewals - they last as long as you do 








of Distinction 


An Emblem 











Sound business management and very low mortality have 
given Lutheran Mutual the distinction of being one of the 
very lowest net cost companies in the United States. 
Inquiries, regarding agency openings, are invited from 
Lutherans. 


LUTHERAN MUTUAL LIFE INSURANCE COMPANY 


Waverly, lowa 
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for building premium volume. 


420 East Fourth Street 





Specialized Reporting Service for 


The Accident and Health Bu'letins 
Sries Service reports the ideas, plans and methods used by leading producers 
Policy Analysis Service reports by companies, 
exact provisions of the commercial accident and health policies being sold, with 
premiums charged. For full information about this monthly service write: 


THE ACCIDENT AND HEALTH BULLETINS 


Agents — 
Managers — 


Executives — 


Cincinnati 2, Ohio 








of Indiana Assn. of A. & 
writers have placed in the hands of the 
Indianapolis Medical Society copies of 
a leaflet listing local insurance com- 
panies. 

The plan is that each of the 860 mem- 
bers of the Medical Society will take 
20 of the pamphlets for distribution 
among clients who inquire about loss 
of time insurance and_ hospitalization 
coverage. 


Jones at Lincoln, Omaha 


Provisions of H.R. 6000 were strongly 
criticized by Wesley J. A. Jones, ex- 
ecutive secretary of International Assn. 
of A. & H. Underwriters in addresses 
before the Lincoln and Omaha associa- 
tions. 


New Surgical Care Setup 


MILWAUKEE—FEffective Feb. 1, 
Surgical Care of Milwaukee County 
Medical Society, will offer a new con- 
tract covering surgery only at monthly 
rates of 72 cents for individuals and 
$2.20 for family when enrolled by 
groups, and 90 cents and $2.60 when not 
in groups. 


meetings last week at Quincy and Lynn 
with more than 150 in attendance in 
each case. 

30th meetings featured Laurence E. 
Olson's drama of life insurance selling, 
“The Professional Approach.” Mr. 
Olson, manager of Prudential’s ordi- 
nary office in Boston, played the lead 
and was assisted by Clifford B. Proctor 
and Mrs. Barbara Sherman of his 
agency. 

John E. Gallery, assistant manager of 
Metropolitan Lite at Dorchester _pre- 
sided at Quincy and John P. Hen- 
nessey, manager of John Hancock at 
Salem and vice-president of the asso- 
ciation, at Lynn. Richard F. Wagner, 
president of the Boston association, 
spoke at both meetings on the progress 
of the association and its work. 


The Women’s Group of the Detroit 
Life Underwriters Assn. will hold its 
annual Christmas party Dec. 16, at 6 
p.m., at Carl’s Chop House. 


Salt Lake City—Harry J. Syphus of the 
Beneficial Life, newly elected trustee of 
N.A.L.U., spoke on the Cincinnati con- 
vention. Earl L. Maw, Equitable Society, 
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vice-president Utah C.L.U. chapter, pre- 
sented C.L.U. certificates to Clyde Sum- 
merhays, manager of agencies of Bene- 
ficial Life; Elmer F. Davy, Home Life; 
J. Richard Barnes and Joel Richards, Jr., 
New York Life. ° 

Chattanooga—The need for acquaint- 
ing the public with the subsidized basis 
for the National Service life insurance 
$2.8 billion dividend was emphasized by 
Lewis C. Callow, General American, 
Memphis, president Tennessee associa- 
tion. The meeting paid tribute to John 
A. Witherspoon, who has resigned as 
vice-president of Volunteer State Life, 
for reasons of health and is returning 
to Nashville, where he will be a general 
agent for the company. 

Springfield, I1l.—John L. Taylor, man- 
ager of Mutual Life, was the speaker. 

Augusta, Ga.—There were 300 in at- 
tendance at a debit seminar. Speakers 
were John J. McConneghey, manager for 
Metropolitan at Atlanta; Roger Bour- 
land, director of ordinary agencies for 
Liberty Life; DuPree Jordan, manager 
of sales research for Life of Georgia, 
and Herbert Hill, manager for Life of 





Virginia at Richmond and N.A.L.U. trus- 
tee. 

Michigan City, Ind.—L. E. Paulin, 
president of the Indiana association, 


spoke before the LaPorte County asso- 
ciation on the value of the state and na- 
tional organizations. 

Racine-Kenosha, Wis.—.J. Lowell Craig 
of Craig & Kaufman, Milwaukee general 


agents Northwestern Mutual, a million 
dollar producer, spoke at the monthly 
meeting. 


Des Moines—A. N. Caines of Waterloo, 
president of the lowa association, speaks 
Friday. 


AGENCY NEWS 
Earl Jordon Agency Wins 


“Quota Buster” Contest 


The Earl Jordon agency of Massachu- 
setts Mutual Life at Chicago defeated 
the Woods agency at St. Louis in the 
company-wide “quota buster” contest. 
The Jordon agency wrote $1,730,447 
during November, the contest month. 
This was 210% of its quota. 

For the contest the agency was 
divided into two teams captained by 
Walter White and Morris T. Paine. The 
Paines won by $7,285. Edson Way, with 
553%, had the highest percentage of 
individual quota and James Ensminger 
was the leading producer with $202,000. 
The victory was celebrated at a dinner 
and cocktail party. 








Goldman Agency Sets Pace 


La Salle ordinary agency of Pruden- 
tial in Chicago is now leading all agen- 
cies in the central region on the basis 
of accomplishment in proportion to al- 
lotment in each of nine categories. 

A. Van Goldman, manager, is attend- 
ing conferences at the home office as a 
member of the agency managers ad- 


My ONLY ONE (1) 
VICE-PRESIDENT 


We think V-Ps are fine 





but they 
sometimes slow up the machinery 
Standard Life has only one. Consequently 
no delays, no counter authority 

no prerogatives just speed in 


handling our agents’ business 


- Bary VU Wade 


Standard Life 


INSURANCE COMPANY of INDIANA 
INDIANAPOLIS 
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visory committee which is meeting with 
Prudential executives to discuss ordi- 
nary agency problems and procedures. 


Okla. Agencies in Contest 


About 50 members of Oklahoma City 
agency of Acacia Mutual Life drove 
to Tulsa to celebrate their victory over 
the agency there in a one-month pro- 
duction contest. A banquet was staged 
by the losers at which the Oklahoma 
City victors ate steak while the hosts 
were served with beans. 

The contest boosted production about 
50% above the average month. 


Aetna Runs Coast School 


Members of Aetna Life agencies in 
Seattle, Tacoma, and Vancouver, 
tended an_ all-day 
clinic in Seattle. John Luther, head of 
the home office school, and Carl W. 


at- | 
business-insurance | 


Eagle, John D. Wagner and Joseph F. | 


Bradley of the school staff were in 
charge. 





Maclean, Fischer to Honor Karp 

Alexander TT. Maclean, 
Chester O. Fischer, vice-president, and 
others from Massachusetts Mutual will 
attend the reception Dec. 12 honoring 
J. S. Karp, who recently was appointed 
general agent in Brooklyn. 


MANAGERS 
How Cashier Can Help 
Told by Don Richardson 





president; | 


Austin (Tex.) Life Agency Cashiers | 


Assn., heard Don Richardson, American | 


National, vice-president of Austin Assn. 
of Life Underwriters, speak on “The 
Relationship of the Cashiers to the 
Agents in Rendering Social Service.” 


Mr. Richardson would have the cashier | 
work with the agent through calling the | 


owner of the insurance when 
the policy payment go into the grace 
period. If the call or note fails to get 
a response, he would have the cashier 
notify the agent of the danger of the 
tie being broken. 


Boston Managers Elect 


BOSTON Herbert W. Florer, 
Aetna Life, has been elected president 
of the Boston General Agents & Man- 


agers Assn. Others elected are Tower 
C. Snow, Connecticut Mutual, vice- 
president; Thayer Quinby, Columbian 


National, treasurer; Howard W Whit- 

taker, Metropclitan, secretary. 
Directors include J. Frank Burke, 

New York Life; Lawrence E. Olson, 


Prudential; Robert B. Pitcher, John 
Hancock; William R. Robertson, 
Massachusetts Mutual; R. E. Turner, 
Equitable of Iowa; and Leland T. 


Waggoner, Mutual Life. 


Heads Montreal Managers 


A. G. Brewer has been elected presi- 
dent of the Life Managers Assn. of 
Montreal. He is Montreal manager for 
Travelers. First vice-president is Fer- 
nand de Haerne; 2nd vice-president, M. 
Arnovitz; secretary-treasurer, R. L. 
Connor; directors, D. A. MacDonald, 
A. J. Marling, Paul Guertin, J. B. Spar. 
ling, J. G. Gauthier, M. L. Nadeau and 
Edmond Sarrasin. 


Adopt N.A.L.U. Course 


Austin (Tex.) Life Managers Club 
voted to adopt the course of study rec- 
ommended by N.A.L.U. It will hold its 
Christmas party Dec. 19. 

Interest in Ohio Politics 

COLUMBUS, O.—Joseph T. Fergu- 
son, state auditor, has announced his 
candidacy for the Democratic nomina- 
tion for United States senator. Efforts 
this week to get Murray D. Lincoln, 


he lets | 


| 


| 
| 
| 


| 


| 
| 





head of the Farm Bureau companies, to |! 


state his position in respect to seeking 
the nomination were not successful. It 
has been understood that he would not 
seek the nomination if Ferguson entered 
the race. The mayors of Cleveland and 
Toledo also have been suggested for the 
nomination, but neither would enter 
the contest if the other filed. Politicians 
believe that no Democrat could defeat 
Ferguson in a Democratic primary. The 
Democratic nominee will oppose 
Senator Robert A. Taft in the 1950 
election. 


Harry W. Jones, vice-president of 
Mutual Benefit Life, will be the speaker 
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at the mid-winter meeting of the Balti- 
more Life Insurance & Trust Council 
at the Emerson hotel, Baltimore, Dec. 7. 


Banker Is C.L.U. Speaker 


W. A. Mitchell, president of Central 
Trust Co., Cincinnati, spoke on “Devalu- 





ation and Its Consequences” to the Cin- 
cinnati C.L.U. chapter. Mr. Mitchell 
recently became president of Central 


Trust after 24 years as a partner and 
director of J. P. Morgan & Co., New 
York. General agents and managers and 
C.L.U. students at University of Cin- 
cinnati were invited. 
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betty WISDOM AND THRIFT! 


“A Happier Christmas! 


His Honor, the Owl, Sez: “Put Christmas in your heart 
and keep it there all the year!” 


One of the very special things about the holiday season is the sight of 
happy children under the Christmas Tree. 


The entire personnel of Southland Life have a deep feeling of the 
true Christmas spirit each year, knowing the part they have played in 
SECURING happiness for those children... through competent counsel 


to parents on a Planned Program of Life Insurance... 


perpetuation of family ties. 


Southland Life sincerely wishes 
you happiness at Christmas and 


prosperity throughout 1950! 


LIFE ACCIDENT 


INSURANCE co 


W. C. McCORD, President ‘ 
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to assure 
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WANTED--Experienced Group Man 


Group Division of progressive, rapidly growing 
southern company needs man with group experi- 
ence, preferably in policy contract and certificate 
work. Address W-79, The National Underwriter, 
175 W. Jackson Blvd., Chicago 4, Illinois. 
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NAIC Urged to Regulate, 


Tax Uninsured Pensions 
(CONTINUED FROM PAGE 3) 
panies from keeping up with the pro- 

cession, 

Mr. Anderson also opposed such leg- 
islation on the ground that there is no 
demand for it and no one is being hurt 
by the lack of such. 

Allyn of Connecticut brought up the 
matter of companies doing away with 
premium receipts. He has interrogated 
all companies licensed in his state as 
to their practices in this connection, ob- 
servations and experiences. Mr. Allyn 
suggested that this is worthy of associa- 
tion study. He emphasized that he was 
not being critical, but felt that it would 
be desirable to be on top of the situa- 
tion. Ralph Kastner of American Life 
Convention said his group will be glad 
to cooperate in such a_ study and 
L.I.A.A. said me too on this. 


Voluntary Reserve Strengthing 


The question raised by zone 4 
on problems suggested vountary 
strengthening ofreserves was taken up. 
Harrington, the chairman, said the ques- 
tions raised are: Is reserve strength- 
ening necessary and if so on what types 


FkeNATIONAL UNDERWRITER 


of business? Is legislation needed to 
govern the strengthening? Should the 
vuluntary and statutory portions of the 
reserve be shown separately? How 
does this aftect mutual policyholders: 
Should the equities be increased for 
those policyholders whose reserves have 
been strengthened? 

Mr. Harrington said that these ques- 
tions were submitted to the attorney- 
general of his state, whose answer was 
tiat the Guertin :aw is not specific on 
these points. He woud like to have a 
declaratory judgment to clarify the 
law in this regard. 

Albert Burger of Minnesota said there 
should be uniformity and perhaps leg- 
islation in this field. He said he knows 
of one company which increases the 
equities of its policyholders when it 
strengthens the reserves. 


Salary Deduction Premiums 


Another subject that got a good deal 
of attention was the justification of 
premiums under salary deduction plans 
that may be only one-twelfth of the 
annual premium. One company, it was 
brought out, currently is filing a plan 
that provides for a monthly charge of 
one-twelfth of 97% of the annual pre- 
mium. 

A, N. Guertin the 


contended that 

















NORMAN 8B. ANDERSON, Supt. of Agents 


RELIANCE MUTUAL LIFE 





— THESE POLICIES 
PRACTICALLY SELL THEMSELVES! 


Even the best salesman needs a 
popular 
when you sell what the public 
wants, you sell more and make 
bigger commissions. 


10 yr. Term Policy, guaranteed 
renewable for as long as the in- 
sured wants to carry it... and 
at unusually low premiums. 


Reliance Mutual is a stable, old- 
line concern of great prestige. ” 
We write complete personal in- 


surance — Life, Accident and 
Hospitalization. Don't wait! 
Write today and find out how 
you can earn those _ bigger 
a Reliance Mutual commission 
FOR FULL DETAILS WRITE checks. 


product. You know 


One of Our Terrific Sellers: 
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OF ILLINOIS 
AN OLD LINE LEGAL RESERVE COMPANY 
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ment income of his own. 


Built on Integrity .. . 





Tre COLUMBIAN NATIONAL 
TIFE INSURANCE Zaman 


MASSACHUSETTS 
A SPECIAL RETIREMENT PLAN 


While providing life income to the public, the 
Columbia National fieldman is earning a retire- 


Growing on Service 





salary deduction plan constitutes a sepa- 
rate class of insurance and can stand 
on its own bottom. It is handled dif- 
ferently. There are savings and it is 
logical to have a rate setup of its own. 
It is simply a matter of convenience 
that the monthly rate is related to the 
annual rate for individual ordinary life 
policies. The issue had arisen in Ne- 
braska, and there were distributed 
copies of a brief that American Life 
Convention submitted there. 

A. J. Bohlinger of New York re- 
marked that in his state a company must 
show that the savings are mathemati- 
cally demonstrable. 

The life committee decided to hold its 
next meeting at New York April 25-26. 
A subcommittee was designated to study 
the subject of voluntary strengthening 
of policy reserves consisting of Harris 
of Minnesota, chairman; Stone of Ne- 
braska and Dineen of New York. 


CIO Stymies UOPWA Move 
to Avoid Ouster as Pro-Red 


WASHINGTON — CIO President 
Philip Murray has refused a request 
from James Durkin, United Office & 
Professional Workers of America, that 
a committee outside the CIO take over 
investigation of UOPWA_ union on 
charges of left-wing domination. Re- 
ported object of the investigation is to 
fire VOPWA, which represents a num- 
ber of industrial agents, from the CIO 
ranks. 

Durkin, with Abram Flaxer, United 
Public Workers, had suggested that 
hearings be conducted by a public figure 
like Chief Justice Vinson, or a panel of 
law professors, or an independent labor 
leader such as John L. Lewis. 

Murray wrote Durkin that the hear- 
ings would follow regular CIO pro- 
cedure and would be before a commit- 
tee of CIO executive board members. 

Emil Rieve, chairman of the group to 
hear the UOPWA case, says it will hold 
closed hearings, with neither side to the 
controversy having attorneys present, 
and that he will report to the CIO ex- 
ecutive board. The case is set for 
Dec. 15. 

The national labor relations board re- 
gional director has certified National 
Federation of Insurance Agents, AFL, 
as collective bargaining representative 
of Metropolitan Life industrial agents 
in Missouri. Certification states the fed- 
eration received 353 votes in an elec- 
tion Nov. 15, as against five votes for 
UOPWA and 182 votes cast against the 
unions. 





Double Indemnity in Insane Killing 

Charles Pfanensmith, 57-year-old res- 
ident of Elizabeth, N. J., who was ac- 
quitted in November of the ax-killing of 
his wife two years ago because he was 
insane at the time, received a $2,000 
double indemnity payment as_ benefici- 
ary of two policies owned by his wife. 
Prudential ruled that the death was an 
accident and made the payments to him 
on two $500 policies. The couple had 
been married 26 years. Mr. Pfanensmith 
was declared insane and committed to 
a state mental hospital after his wife 
died but 18 months later was judged to 
have regained his sanity. 


Questionnaire on CLU Institute 


To determine the future of the C.L.U. 
institute conducted by the American 
Society of C.L.U. for four years at Uni- 
versity of Connecticut, a questionnaire 
has been sent to members by Karl 
Krogue, manager for Business Men’s 
Assurance at Spokane, and president of 
the society. It was planned to advise 
the society’s newly appointed institute 
board on the n.embers’ interest in con- 
tinuing the institute and to guide the 
board in deciding the nature which the 
study program should assume. 


New Jersey chapter of Special Li- 
braries Assn. met at the home office of 
Mutual Benefit Life. H. G. Kenagy, 
vice-president of Mutual Benefit, talked 
on public relations problems. 
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Berge Walks Into Hornets’ 
Nest at NAIC Meeting 


(CONTINUED FROM PAGE 3) 


be satisfied if he were given representa. 
tion on the all-industry committee. Mr. 
Berge wanted to think that one over, 
Mr. Moser arose to eapress “violent 
disagreement” with Mr. Berge’s views 
questions. e 


on jurisdictional said 
that Mr. Berge’s statements “a'arm” 
him. Mr. Berge’s thesis is that unless q 


state engages in regulations that are jy 
conflict with federal regulations and 
acts, it lacks preemptive rights. If, ac. 
cording to Mr. Berge, a state passes a 
law that merely parailels a tederal act, jt 
is not’ ousting the application of the 
federal act. If the state prohibits un- 
fair trade practices, then the Berge 
theory is that the federal act applies. 

Mr. Moser said Mr. Berge overlooks 
the preamble of PL15 which states that 
the continued regulation of insurance by 
the states is in the public interest. The 
idea was to keep insurance regulation 
within the states in its entirety and not 
to set up a dual system. Mr. Moser 
emphasized that the FTC codes of fair 
practice lack statutory authority and are 
not binding. He expressed regret that 
Mr. Berge had not come to the commis- 
sioners with his cooperative proposal be- 
fore having gone to FTC to get a federal 
code promulgated. Then, Mr. Moser 
said, the head-on conflict that appears 
to be in the making would have been 
avoided. 


Differences in Objectives 


Mr. Hubbard delivered a different kind 
of sting. He said that Mr. Berge under- 
takes to emphasize the differences be- 
tween mail order insurance and other 
types, where Mr. Hubbard said his aim 
has been to minimize such differences. 


“The mail order group is a small seg- 


ment and should not be highlighted 
and differentiated. Among other things, 
to do so would invite suspicion upon 
them. The problems that affect insur- 
ance in general affect direct writers and 
vice versa. The questions of ethics and 
standards are the same for both. Pro- 
tection of the public is paramount and 
here the big questions that apply ‘to both 
direct seller and agency company are 
such things as limited policy provisions, 
advertising practices and claim paying 
practices. The only difference is that 
the mail order insurer is licensed only 
in its state of domicile. Such a differ- 
ence would not warrant setting aside 
such a group for specialized attention. 
Mr. Hubbard said his desire is 
to be bracketed with all fine insur- 
ance institutions. He said Assn. of In- 
surance Advertisers is to be commended 
for its statement of principles, which he 
said in some respects exceed those of 
state regulation, and he suggested that 
Mr. Berge be invited to accept member- 
ship on any of the already constituted 
committees. 

C. O. Pauley, managing director of 
H. & A. Underwriters Conference, 
pointed out that many of the members 
of his organization are mai! order in- 
surers. He said the H. & A. organiza- 
tions have always been able to present 
their views before the commissioners 
and that system has worked well. He 
said he doubted the advisability of set- 
ting up such an advisory or joint com- 
mittee as Mr. Berge proposed, but if the 
commissioners did approve such a sug- 
gestion, Mr. Pauley said that it should 
be on an industry-wide basis, and all 
segments of the business should be in 
on it. 

Mrs. Nancy Brown, chairman of 
Postal Life & Casualty, said she is famil- 
jar with both direct mail and agency 
operations, as her company does both, 
and she said the problems in each field 
are entirely different. Joseph McGee. 
Jr., executive vice-president of Old 
American of Kansas City, alluded to the 
fact that it has been said the mail 
order insurers account for only 1% of 
the business. That may be true, he said, 
but they account for 99% ci the prob- 
lems and hence he argued for @ special 
advisory committee. 
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Expect No Radical Proposals from Celler Committee 


(CONTINUED FROM PAGE 1) 








tion made by the House judiciary com- 
mittee. 


BREAK-UP BILL 








At the final session Chairman Celler 
said testimony put before the subcom- 
mittee “will give rise to some specific 
bill on which we can hold further hear- 
ings’ at the next session of Congress.” 
He expressed the opinion that the recent 
“exploratory hearings will crystallize 
thinking and direct us to a sound ap- 
proach.” Public interest in the matter 
of anti- -trust legislation * ‘has been sharp- 
ened,” he said, “and will influence con- 
gressional action on the questions we 
will pose.” 

Dr. Walter 
College professor, 
cussed a bill which 
drafted at Celler’s request. Designed to 
deal with the problem of “bigness” and 
“concentration of economic power,” the 
bill would provide for the breaking up 
of large corporations in the interest of 
“efficiency,” its author indicated. 

It would require corporations con- 
trolling 10% or more of a commodity’s 
supply or corporations with assets ex- 
ceeding $25 million to register with the 
securities and exchange commission. 
The commission could then order some 
of these corporations to confine their 
properties and limit their activities to 
those necessary or appropriate for an 
efficient business enterprise and to those 
consistent with the maintenance or 
encouragement of effective competition. 


Powers of SEC 


No corporation, however, even though 
it was a monopoly or in restraint of 
trade, could be ordered to divest itself 
of any assets if it could show that such 
divestiture would result in a substantial 
loss of efficiency. Thus while competi- 
tion is set up as the main standard for 
action by the SEC, efficiency would 
provide an escape clause for any disso- 
lution or divestiture order, Dr. Adams 
* 


Adams, Michigan State 
presented and dis- 
he said had been 


Adams said his bill was modeled 
Ps ‘the public utility holding company 
act of 1935. The bill would allow corpo- 
rations to submit voluntary dissolution 
or divestiture plans as substitutes for 
SEC plans. However, such would be 
subject to commission approval. Where 
approval was obtained the corporation 
concerned would get certain benefits 
under the tax laws. All commission 
orders would be subject to court review. 


T. I. Parkinson’s Testimony 


Final insurance witness was Thomas 
I. Parkinson, president Equitable Soci- 
ety. While he and the chairman dif- 
fered in their approach and interpreta- 
tion of insurance industry facts and 
practices, and laws and legislation affect- 
ing them, a bond of interest between 
them lay in the fact that Celler was 
one of Mr. Parkinson’s students at 
Columbia law school years ago. 

Mr. Parkinson had no prepared state- 
ment. Commenting upon the apparent 
interest of the committee in the large 
size of the life insurance industry and 
its growth, he said: 

“I entertain the strong conviction that 
the people have nowhere near as much 
life insurance protection as they need 
and ought to have. My own company 
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is not nearly as big as we would like it 
to be in order to do the things we see 
undone. There is no detriment to the 
public welfare in the volume of busi- 
ness and the size of companies. It is 
refreshing to note there are 584 life com- 
panies doing business. That assures 
plenty of competition in a business 
which is naturally competitive. There 
has been no proposal of the companies 
to merge into a smaller number of 
larger companies. Growth has been due 
to the response of the public. 


Cites New York Limitation 


Referring to limitations already effec- 
tive against companies growing bigger 
and bigger, Mr. Parkinson cited the 
New York law limiting new business. 
Asked by Celler whether a similar fed- 
eral limitation would have effect upon 
small companies, Mr. Parkinson indi- 
cated he did not know of any occasion 
where it would. 

Celler placed in the record a list of 
directors and their affiliations and asked 
“who selects the directors.” Mr. Parkin- 
son replied that the board fills vacancies, 
“and the initiative comes from either a 
present member of the board, or the 
home office itself, or pretty frequently, 
from agents in the field,” who are glad 
to have representatives on the board 
from local or regional areas. While the 
board selects candidates and elects new 
members, Mr. Parkinson declared the 
“ultimate election is by policyholders.” 

Asked by Celler what policyholders 
must do if they wish to get an inde- 
pendent ticket put up for directors, Mr. 
Parkinson said a “policyholder must 
associate with himself 24 other policy- 
holders, and they must ask the superin- 
tendent to order the company to furnish 
a list of policyholders for use on a peti- 
tion.” One-tenth of 1%, or a total of 
1,800 policyholders, would be necessary 
to put up an independent slate. 


VOLUME IS VITAL 


Mr. Parkinson answered that his 
company invests in most parts of the 
country more than its income is from 
those parts. He described its farm loan 
and dwelling investment _‘ ‘package,” in- 
cluding life insurance, Equitable being 
a pioneer in that field, but stated Pru- 
dential had adopted a similar program. 
Such business cannot be done on a 4% 
basis, Parkinson added, unless a com- 
pany has a large volume and a costly 
organization. 

Asking about Equitable’s big indus- 
trial loans, Celler brought out that the 
$100 million one to Gulf Oil was for 
20 years with provision for serial pay- 
ments which will reduce its life to about 
16 years. Other big loans mentioned 
include $90 million to Reynolds Tobacco 
Co. and $75 to $78 million to American 
Tobacco Co. 

“How many single loans above $50 
million each?” Cetler asked. 

“Not more than 10,” Mr. Parkinson 
answered. However, Equitable has par- 
ticipated in other large loans. Express- 
ing the belief that Celler had gotten a 
“wrong impression,” the witness said 
Equitable had not sought some of these 
loans. For example, Gulf Oil applied 
to it to borrow $100 million just after 
Equitable had received a $200 million 
payment from the government for 
Treasury obligations matured in 1947. 
Commenting upon Treasury fiscal pol- 
icy, Parkinson said that when its obliga- 
tions mature “we still have the choice 
of taking cash or one-year certificates 
of indebtedness at 1% interest.” 


Why Venture Capital Is Scarce 


Questioned about the reported scarcity 
of venture capital, Parkinson replied 
that Equitable investments have been 
largely riskless and that he would not 
favor amendment of state law to permit 
larger investment in common stock. 








“Taxes are high,” the witness con- 
tinued, “and I am not extreme when I 
say that the government taxation and 
monetary policy has been driving thrifty 
folks into the arms of life insurance. 
They prefer to have their savings in- 
vested by the companies. Public policy, 
taxation and monetary policy, have pro- 
duced this result.” 

Mr. Parkinson was questioned by 
committee consultant David Coyle re- 
garding Equitable’s private placement of 
bond issues. Some of the company’s 
loans, Mr. Parkinson indicated, were 
based on a decision several years ago 
that in appraising a factory property, 
for example, it would take into account 
the value of the business conducted and 
the record of earnings for some time. 
It has real estate advisers all over the 
country “hunting out” such borrowers. 

Celler asked if it is possible the size 
of the company would lead the directors 
to make large loans rather than loans 
to small people. In reply, Parkinson 
referred to Columbia law school days, 
when a question was asked and it was 
stated there were only three possible 
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answers to it: “ ‘Yes,’ 'no,’ and ‘I don’t 
know.’ Then a bright boy said there 
was a fourth answer possible, ‘I don’t 
know because I don’t understand the 
question,’”’ the witness commented. 

“How much do you take in daily?” 
asked Celler. 

Questioned whether it would be 
possible for a small Brooklyn man, for 
example, to obtain a loan from Equita- 
ble to start or build up his business, 
the witness answered: “Our duty is to 
invest funds for the security of our 
policyholders, not to seek out people 
who may want money.” 

“You must be hard put to it to lend 
so much,” remarked Celler. “Is not the 
tendency to lend in large sums to make 
the task easier?” 

Mr. Parkinson indicated the company 
would lend to a prospective borrower 
with good credit if the case came within 
the general over-all loan policy and law 
relating to it. 

“Do you exercise restraint over bor- 
rowers?” Celler asked. 

“In very few financial transactions 
which might affect capacity of the bor- 
rower to repay us,” Mr. Parkinson 
answered. He added that the company 
imposes no restriction on management 
and no provision to place directors on 
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Exchanging ideas, sharing experiences 
and joining in the development of sell- 
ing techniques and procedures is an- 
other example of how Bankers Life 
helps its sales organization to "Go 


The "Salesman's Seminars'' — con- 
ducted by and for the field under- 
writers of the company — stimulate 
greater individual effort and results 
through group thinking and planning. 


We have just successfully com- 
pleted the second of our 
"'Salesman's Seminars". 
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borrowers’ boards. However, in cases to the lateness of the hour, written state- should control their funds?” asked and liberalized. With reference to risk 
ments were filed by John S. Thompson, Celler. capital, he said the way to sell such 


of default, it has power to take over 
control of management. There are few 
situations where it would have a domi- 
nant position in a reorganization. 

Commenting upon decline in return 
on loans made by private lenders locally, 
Mr. Parkinson said: “The national 
lender has’made funds available at lower 
rates, without commissions and without 
financing costs, and local lenders have 
had to meet those terms. The big com- 
panies have helped to bring about that 
situation, After all, there is much more 
money to lend than there was in 1920.” 
He said he didn’t “have much respect 
for figures in dollar form. We have big 
business and a little dollar.” 

“There has been a suggestion that 
there should be federa! regulation of the 
insurance industry ou top of state regu- 
lation,” suggested Rep. Keating. “Do 
you favor that?” 

“T don’t see any need for it,’ witness 
answered. “I believe in regulation of 
private enterprise in the interest of the 
public welfare, but I think state super- 
vision has done an admirable job and is 
responsible for the confidence people 
have in the life insurance business. 

“If you put a federal agency on top 
of that, it would be simply duplicating, 
at best, and maybe interfering, at worst. 
I think the intimate relationship between 
state regulatory bodies, the management 
of the companies and the policyholders 
is an exceedingly good thing. It is much 
better that regulation be at home than 
far away in the District of Columbia. 

“I don’t see any good in federal regu- 
lation, unless it replaces state regula- 
tion, and I don’t see that federal would 
do as good or better job than state regu- 
lation does. The state officials have done 
a magnificent job.” 

The previous day there was testimony 
by Carrol M. Shanks, Prudential presi- 
dent. At the suggestion of Celler, owing 


president Mutual Benefit Life, and F. D. 
Russell, president Security Mutual of 
Binghamton, without oral testimony. 
Such a statement was likewise filed in 
behalf of L. Douglas Meredith, execu- 
tive vice-president, National Life of 
Vermont. 

Mr. Shanks held 
better part of two hours, skimming 
through a prepared statement, inter- 
rupted by scores of questions from com- 
mittee members. He said Prudential 
would make small commercial loans 
down to $4,000 and makes a great many 
such comparatively small loans. 

Questioned by Celler about the com- 
parative safety of small and large com- 
panies, Mr. Shanks said he thought 
small companies as well as large are 
“all safe under state supervision.” 

“Are the state supervisors policing 
the industry satisfactorily?” asked Rep. 
Bryson, South Carolina. 
o“Ves; Gir,” 

“You don’t advocate federal control.” 

“No, but I advocate very strict super- 
vision by the states. I would not favor 
added federal supervision. We _ have 
strict supervision in New York and New 
Jersey and good supervision in other 
states.” 


Directors Represent Policyholders 


When Celler suggested that policy- 
holders have no voice in election of 
directors, Mr. Shanks replied “the direc- 
tors are supposed to represent the pol- 
icyholders. They are charged with a 
trustee function by our policyholders.” 

When Celler asked about the possi- 
bility of an independent slate for direc- 
tors, Mr. Shanks said it is possible, but 
31,000 signatures would be necessary to 
nominate such a slate. He said the 
present is “the best workable system.” 

“Don’t you think the policyholders 
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“It is not practicable for 26 million 
policyholders” to do that directly, Mr. 
Shanks answered. 

When Celler referred to testimony of 
William Montgomery, president Acacia 
Mutual, suggesting a government limi- 
tation on the size of life companies, and 
of Emil Schram, president New York 
Stock Exchange, who expressed “con- 
cern” about the growth of large com- 
panies, according to the chairman, Mr. 
Shanks replied that the amount of in- 
surance in force “about parallels national 
income” and when the latter goes up 


life insurance follows along. “A little 
over” 3% of that income is spent for 


insurance premiums. Company assets 
are about 25% of the insurance in force. 
Prudential’s assets in the last decades 
have followed the trend of national in- 
come. It would be “devastating” to the 
company and the economy, he said, to 
place a legal limit on insurance a com- 
pany could write. Mr. Shanks predicted 
the larger companies will reach a “level- 
ing off point” in the next decade. 


PARALLELS INCOME 


Referring to Mr. Schram’s testimony 
that insurance assets have been doub- 
ling each 10 years, Mr. Shanks said 
they would not do that “unless national 
income doubles.” He agreed with Mr. 
Schram that tax laws should be revised 








securities would be to go out to the 
small man, as insurance agents do. The 
lack of equity capital is not due -to the 
insurance industry’s “take,” Mr. Shanks 
said; other types of savings have in- 
creased rapidly, The big companies are 


growing “relatively smaller in our in- 
dustry,’ he said, and “and growing 


slower than small companies.” 

“Do you think the American people 
are over-insured?” asked Wilson. 

“The nation would be better off jf 
they had more insurance,” Mr. Shanks 
answered, and _ suggested insurance 
should be equal to two years’ income, 
instead of one year’s or less, on the 
average. 

The statement of John S. Thompson, 
president of Mutual Benefit Life, point- 
ed oui that there ts no simple index 


of operating cost which will enable 
anyone to say conclusively and com- 
prehensively, whether one company 


operates more or less economically than 
another. As reasons he listed the varia- 
tions in types of policies issued, the rate 
of growth in relation to the volume of 


existing business, the benefits which 
the policyholders receive, including 
types of settlement options; types of 


investment policy, and numerous other 
factors of practical operation. 

The cost of operation of a life com- 
pany, he said, cannot be readily meas- 
ured in simple, absolute terms. Each 
company faces the normal competition 
of the entire business field, not only 
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Royal Neighbors 
Names Dr. McMullen 


Dr. Jane W. McMullen of Moline, 
Ill, has been a supreme physi- 
cian of Royal 
Neighbors 
of America. She 
succeeds the late 
Dr. Hada M. Carl- 
son, who served as 
supreme physician 
for 28 years. 

A graduate of 
Drake University, 
of the University 
of Iowa college of 
medicine, Dr. Mc- 
Mullen took post- 
graduate training 
there and at the 
Raymond Blank 
Hospital in Des Moines, where she for- 
merly resided. For the last two years 
Dr. McMullen has supervised the medi- 
cal care of indigent children at Broad- 
lawns Hospital in Des Moines. 


Dr. Jane McMullen 





Equitable Reserve Seeks 
Merger with Germania Life 


The Wisconsin department will hold 
a hearing on Dec. 19 at Madison on the 
petition of Germania Mutual Life oj 
Milwaukee and Equitable Reserve Assn. 
of Neenah, for approval of merger of the 
two. Equitable Reserve Assn. will re- 
insure the life business of Germania 
Mutual. With a benefit membership of 
1,875, Germania, as of Dec. 31, 1948, 
had fallen below tke 2,000 membership 
required by Wisconsin law for fraternal 
societies which have been operating for 
four years or more. 





Acker Joins A.O.U.W. 


Walter E. Acker, for the past 11 years 
general manager of Farm Bureau Mu- 
tual of Kansas, has been appointed 
managing and ‘supervising officer of 
A.O.U.W. of Kansas. He also will be a 
member of the board. 

Mr. Acker previously was executive 
secretary of Wisconsin Farm Bureau. 
Before that he was with Country Casu- 
alty of Illinois for four years. 





Aid Assn. Holds 
G.A.s Conference 


Aid Assn. for Lutherans held a two- 
day general agents’ conference at Chi- 
cago on agency supervision, with par- 
ticular emphasis on the principles and 
methods of supervision. 

Agency Director Herbert G. Benz 
presided, assisted by Mrs. Robert Rahn, 
agency secretary. 

President Alex O. Benz, Otto C. 
Rentner, vice-president and_ general 
counsel, Secretary LeRoy G. Stohlman, 
and Actuary Walter L. Rugland were 
on hand, as were Directors W. F 
Schultz and Arthur Kruse. 





Fidelity Supervisors Confer 


Fidelity Life Assn. field supervisors 
from Iowa, Wisconsin, Kansas, Illinois, 
and Michigan held a two-day conference 
at the home office in Fulton, IIl., under 
the direction of T. O. Hertzverg, sales 
manager. Recruiting and sales expan- 
sion programs were discussed. Each 
supervisor presented a paper on building 
specific agency skills. A number of home 
office representatives took part in the 
program. 





Thomas H. Cannon, chairman of 
Catholic Order of Foresters, Chicago, is 
recovering at St. Joseph’s Hospital 
after an operation. He has been in the 
hospital for about four weeks. Mr. 
Cannon, who is 85 years old, has been 
an executive officer-of the order for 57 
years. 
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— 
panies, but with other thrift agencies, 
and with all other services and com- 
in relation to other life insurance com- 
modities for which the consumer may 
spend his dollars. Also cost of services 
cannot properly be separated from a 
consideration of the quality and extent 
of service. Excess of cost in one com- 
pany over that of another may be due 
to the fact that the former company 
js giving service of greater extent or 
of higher quality. 

An absolute limitation on the size 
of a life company would be entirely 
foreign to American business practice, 
and is inconceivable from a practical 
standpoint, Mr. Thompson stated. Such 
limitation would be equivelant to sa¥- 
ing that certain individuals, who might 


otherwise become members, must be 
arbitrarily deprived of the services 
which a life insurance company 1s 


equipped to render. 
Disturb Sense of Security 


It is difficult to imagine that parti- 
tion of a company larger than the limit 
could be accomplished without excessive 
cost to policyholders and serious dis- 
turbance of their sense of security, he 
said, As to a company with a volume of 
business slightly below the proposed 
limit, what type of management should 
be applied to the agency activities in 
this case? he said. Should the agency 
force be arbitrarily restricted in size? 
If so, when, and to what extent? Is it 
practicable to maintain an agency force 
solely for the rendering of service to 
old business? What rate of growth can 
be permitted without running the risk 
that the field force may become ex- 
cessive and the size of the company 
may exceed the legal limit? 

“Merely to ask such questions will 
be sufficient to suggest that there are 
no satisfactory, sensible answers and 
that such a limitation would be virtually 
unique in American business ex- 
perience,” he said. 

President Russell of Security Mutual, 





Officials of Catholic Family Protective at 
waukee: Left to right, front row: E. J. Kastenholz, Knight of St. Gregory, a director; 
R. W. Talsky, secretary; Rt. Rev. Msgr. A. G. Weiler, chaplain; August Springob, vice- 


president; Eugene Haertle, treasurer; Dr. 


Catholic Family Protectiv 


in his prepared statement, conceded 
“competition for business has never 
been keener.” On the other hand, he 
said, there is an advantage given to 
the smaller companies by the large 
companies. A small company is de- 
finitely limited in the amount of money 
it can spend for advertising and for 
mailings to impress the public on the 
value of insurance protection. The 
large companies can and do_ spend 
large sums of money for this purpose 
and the public is made more aware 
of the job which life insurance can 
do. The agents of the small companies 
thus find the selling job much easier, 
and the companies’ amount of produc- 
tion is thereby increased. 

The size of the majority of life com- 
panies has been brought about by the 
voluntary acts of free people, who have 
recognized the real value of this form of 
protection and who have selected the 
companies with which they want to do 
business, he said. This has resulted in 
some companies becoming large. 

“T, personally, would strongly dislike 
having a limit put on the size of life 
companies,” he said. “If a limit was 
once established, what would prevent 
the fixing of a lower limit at some fu- 
ture date. The uncertainty of such an 
event would always hang like a sword 
of Damocles over the heads of the man- 
agements of rapidly growing compa- 
nies. 


Dr. A. J. Lotka, Famed as 
Statistician, Dies at 69 


Dr. Alfred J. Lotka, 69, former assist- 
ant statistician of Metropolitan Life, 
who was internationally known in the 
fields of vital statistics and the mathe- 
matics of biology, died in a Red Bank, 
N. J. hospital following an illness of a 
few weeks. Dr. Lotka was an author- 
ity on population problems and had 
about 100 articles published in scientific 
and technical journals in this country 





Life Meets _ 


* 





the recent quadrennial convention in Mil- 


J. J. Gramling, medical director. Second 


row: G. A. Wheary, director; Albert Schiferl, director; E. D. Brown, actuary; Circuit 
Judge W. I. O’Neil, director; W. H. Schumaker, director; Russell Matthias, insurance 


counsellor. 


MILWAUKEE — The quadrennial 
convention of Catholic Family Protec- 
tive, held at the home office in Mil- 
waukee, reelected as directors, W. H. 
Schumaker, Eugene Haertle and R. W. 
Talsky for 12-year terms, while Ed- 
ward Kastenholz, Judge W. I. O’Neil 
and George Wherry of Racine were 
named to fill unexpired terms. Mr. Talsky 
was reelected secretary. He is a lawyer 
and has had considerable insurance expe- 
rience. 

The annual meeting of the board will 
be held Jan. 4, when a president will 
be elected to succeed Joseph W. Schiek, 
who died July 24 following a heart 
attack. 

The convention opened with services 
at which the archbishop of Milwaukee 
celebrated a solemn pontifical mass. Rt. 
Rev. Msgr. Frank Schneider preached 


on “The Family—the Unit of Society.” 
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Vice-President August Springob pre- 
sided at the sessions that followed. It 
was reported that membership has in- 
creased 50% during the last four years, 
insurance in force more than doubled, 
assets increased 66%, while mortality 
set a low record of 25.5% last year. The 
order is licensed in Wisconsin, Illinois, 
Minnesota and North Dakota. Resolu- 
tions of insurance interest included one 
opposing socialized medicine, which in- 
cluded a recommendation to develop 
closer cooperation between the public, 
the medical and all allied professions 
and hospitals, and an improvement and 
expansion of existing voluntary health 
insurance programs. 

Reports covered modernization of 
office methods and the adoption of the 
CSO 2%% basis last February. The 
order offers an A. & H. and hospitali- 
zation program, as well as.life coverage, 


and abroad. He also contributed to 
many popular magazines. 

Dr. Lotka was with the company 
from 1924 to 1947. He collaborated 
with Dr. Louis I. Dublin, 2nd_vice- 
president and statistician, in writing 
“The Money Value of a Man,” “A 
Study of the Life Table,” and “Twenty- 
five Years of Health Progress,” and 
with Dr. Dublin and Mortimer Spiegel- 
man in writing “Length of Life,” pub- 
lished this year. After completing his 
studies in several European and Ameri- 
can universities, he went with the com- 
pany as supervisor of mathematical re- 
search, becoming assistant statistician 
in 1934. He retired Dec. 31, 1947, and 
since then had continued his work in 
the field of vital statistics. 





Decision on Discriminatory 
Covenants Won't Bar Loans 


Temporary concern followed  dis- 
closure that FHA and GI mortgage in- 
surance would not be grafted where 
discriminatory covenants exist in deeds 
and leases. Subsequent information dis- 
sipated fears that the new rule might 
adversely affect life company mortgage 
lending. The confusion followed an an- 
nouncement by Solicitor General B. 
Perlman which received sensational 
press treatment and resulted in predic- 


tions that housing construction might 
decline by as much as 50% in the next 
year. It developed that FHA and GI 
loan procedure would subsequently coin- 
cide with the requirements of the U.S. 
Supreme Court decision in Shelley vs. 
Kraemer. That case held that covenants 
discriminating for reasons of race, color 
or creed would not be enforceable. The 
FHA will continue to refuse mortgage 
insurance where conditions exist which 
might adversely influence the value of 
neighboring properties. 

Life companies hold more than $4 
billion of FHA and GI insured mort- 
gages and increase their holdings by 
about $120 million a month. There was 
some early thought that these new loans 
might be affected. Study revealed that 
the announcement and the court de- 
cisions will not cause FHA or the VA 
to control any owner in determining 
what tenants he shall have or to whom 
he shall sell his property. Individuals 
may still do as they wish but they may 
not rely upon restrictive covenants to 
enforce discrimination or segregation. 
The rule is expected to affect life com- 
panies hardly at all, though some were 
given a temporary scare. 


Irving J. Bjork, vice-president of Con- 
necticut General, has been appointed to 
the city pension board to fill an unex- 
pired term. 
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Entering Four New States! 


A wonderful opportunity awaits capable insurance men to de- 
velop business in Michigan, Colorado, Oregon and Washington. 


* 








representative. 


Table! 
He wrote: 


66 


Quotes from 
Letters of 
this STAR 
(Name on 

request) 
99 


enters. 


Wouldnt you call this 


One of our agents sold a life policy to the PRESIDENT of ANOTHER 
LIFE INSURANCE COMPANY!!! (That’s like selling refrigerators to 
Eskimos!) The lead for this unusual business came from our Miracle 
Letter. But that remarkable sale was only one accomplishment of our 


This STAR sold $500,000 Life 


Insurance In One Month! 


(A large, proportion of it was the result of the Miracle Letter!) 


Think of selling half a million dollars worth of life insurance in a single 
month! Here is a Star who came to us by responding to such an ad as 
this. You can see we lived up to our promises! In turn, he is making a 
great record. No wonder he was admitted to the Million Dollar Round 
Much of his success may be attributed to the Miracle Letter. 


“Miracle Letters are really wonders. For instance, they 
get me into places... 
impossible to gain entrance. Inquiries come from all 
walks of life, including bank presidents, salesmen, car- 
One even came from the PRESIDENT of a 
LIFE INSURANCE COMPANY! 
sold him our Preferred Risk Ordinary Life Policy).” 


“T thank the day that I signed my contract with you.” 


STARDOM (with large financial return) 
is within Your grasp too! 


The Illinois Bankers Life Assurance Company is your vehicle to STAR- 
DOM. Here you have opportunity for immediate return. Our insurance 
package plus our Miracle Letter, and other unique sales aids, spell quick 
money-in-the-bank income. Even though you may not answer ads, it will 
pay you to write us about yourself and learn what agencies are still 
available: All correspondence confidential. 


HUGH D: HART, Vice-President and Director of Agencies 


Illinois Bankers Life Assurance Co. 


MONMOUTH, ILLINOIS 











where it is sometimes almost 


(Upon contact, I 





* 


——— 











SR 





“THE HAPPIEST INSURANCE FAMILY IN AMERICA” 





x 























24 


FieNATIONAL UNDERWRITER 


December 9, 1949 


———___ 














ACTUARIES || 


CALIFORNIA A 


COATES, HERFURTH & 
ENGLAND 


CONSULTING ACTUARIES 
San Francisco Los Angeles 














Denver 

















ILLINOIS 


|| THOMAS and TIFFANY 
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Haight, Davis & Haight, Inc. 


Consulting Actuaries 
ARTHUR M. HAIGHT, President 
Indianapolis — Omaha 




















MISSOURI 
NELSON and WARREN 


Consulting Actuaries 
915 Olive Street, Saint Louis 
Central 3126 
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Established in 1865 by David Parkes Fackler 


FACKLER & COMPANY 
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8 West 40th Street 








New York 

















Consulting Actuaries 
Auditors and Accountants 
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Employee Benefit Plans 
RICHMOND ° ATLANTA 


— 
a 
































N.A.I.C. to Move Sicdlauantas to Chicago 


(CONTINUED FROM PAGE 2) 





chairman, to comment. J. F. Follmann, 
Jr., of Bureau of A. & H. Underwriters, 
in behalf of the committee, said that 
comment appeared unnecessary since 
the proposer of the bill had taken it off 
the table and substituted the idea of a 
study of the problem on a larger scale. 
Mrs. Nancy Brown, chairman of Pos- 
tal Life & Casualty, said that she had not 
favored the bill and that this was not 
the time to bring out such a proposal. 
The all-industry committee held a 
brief session also on Saturday and rati- 
fisd the report that had been developed 
at a recent session at Chicago on un- 
authorized insurance. This contained 
simply a number of individual views 
and was devoid of recommendations. 
What can or should be done will hinge 
to a large extent on the U. S. Supreme 
Court decision in the Travelers Health- 
Virginia case. 
Downey Exhibits Cal. Rulings 


At a meeting of the A. & H. com- 
mittee Saturday Downey of California 
distributed the great volume of rules 
and regulations that he has produced 
under the new California minimum 
benefits law. He said that public hear- 
ings will be held on these within the 
next three or four months. There was 
little discussion at this meeting, al- 
though Mr. Downey solicited opinions 
from other states that might be incor- 
porated in the California regulations. 
He mentioned that later during the con- 
vention W. Harold Bittel, New Jersey 
state actuary, would submit the problem 
of so-called “dread diseases’ policies. 
Mr. Follmann said New Jersey is to be 
commended for the way it has pro- 
ceeded here. It has elected to bring the 
matter before N. A. I. C. for uniform 
consideration. That is far better for a 
business that has to work across 48 
states than to have an individual state 
take unrelated action. 

Mr. Follmann pressed Mr. Downey 
for a statement that the California legis- 
lation was not being submitted to the 
A. & H. committee as recommended 
procedure for other states. Mr. Downey 
said that is true. He was simply dis- 
tributing his rules as a matter of infor- 
mation and to try to get suggestions 
for his own guidance. 


Report on Securities Valuation Setup 


At a meeting of the valuation of 
securities committee Monday morning, 
progress was reported ingetting up the 
expanded office at New York with head- 
quarters at 61 Broadway. Two senior 
analysts have already been employed. 
The budget has been pared to $111,000. 
There is $16,000 revenue from voluntary 
contributions by states and the balance 
will be made up by levies on life com- 
panies of New York, New Jersey, Penn- 
sylvania, Cdnnecticut and Massachu- 
setts under special legislation enacted 
this year. There are 13,000 security is- 
sues to be studied including 2,500 private 
placements that require current at- 
tention. 

Stone of Nebraska said that this setup 
is in the nature of a five state interstate 
compact and he urged that the other 
states enact legislation to contribute to 
the cost and that other commissioners 
delve into the affairs of the office and 
the committee. He was assured by Mar- 
rington of Massachusetts that any com- 
missioner who was willing to devote the 
time to the task would be welcome. 
There will be a meeting of the subcom- 
mittee at New York Dec. 19-20. The 
companies in the five states that are 
paying the freight do 90% of the life in- 
surance business in the country. 


Hold First Session on Pier 


The first plenary session Monday 
morning was held on Pleasure Pier at 
some distanee from the headquarters 
hotel. This was physically awkward and 
it was decided that future general ses- 
sions should be held at the hotel. There 
were greetings—from numerous Texas 


dignitaries and from Commissioner 
Butler of that state and George R. 
Jordan, vice-president of Republic Na- 
tional Life and general convention 
chairman, 

Forbes of Michigan gave his presi- 
dental report in which he enumerated 
the many questions that are to be 
tackled at Galveston. Answering to the 
roll call were 46 states and Quebec and 
New Brunswick. Besides the department 
representatives, there were about 10 
Massachusetts legislators on-hand. 

In the discussion of agent licensing 
James B. Hallett, counsel for National 
Assn. of Life Underwriters, said that the 
model licensing biil sponsored by his 
association is now in force in six states, 
and that it requires written examina- 
tion for life agents license. He offered 
it to the association if it desires to use it. 


Passé Club Has Jolly Rally 


The Passé Club International lunch- 
eon comprising ex-commissioners was 
held Monday under the light and fan- 
ciful touch of M. V. Harrison, former 
Arkansas commissioner and now Little 
Rock attorney and receiver of Better- 
way Life, president of Passé Club, and 
Howard Brace, one-time Idaho com- 
missioner and now vice-president of 
Occidental Life, acting supreme secre- 
tary and faithful and reliable treasurer 
of Passé Club. Total membership is 
now 156. Freshman member is Owen 
Jackson of Missouri who was present. 

The association by a vote of 17 to 
13, Wednesday afternoon decided to 
hold the 1950 winter meeting at Bilt- 
more hotel, Los Angeles, on Dec. 10-16. 

It was decided to extend an invita- 
tion to Assn. of Insurance Advertisers 
to become a member of the all] in- 
dustry committee. 

A committee was appointed to study 
how to make state regulation more 
adequate, this to include consideration 
of interstate compact idea and to pro- 
cessing of annual statements. The 
chairman is Stone of Nebraska. 

A resolution was adopted frowning 
of the so 


on objectionable features ; 
called “dread diseases” policies. The in- 
dustry was called upon, in its ex- 


perimentation with coverage for un- 
usual expenses of sickness, to follow 
proper procedure. 


Independent-Contractor 
Type of General Agent Is 
Doomed, Says R. W. Osler 


The coming decade will “seal the 
doom” of the independent - contractor 
type of general agent, R. W. Osler, 
Rough Notes, told the Fort Wayne 
General Agents & Managers Assn. This 
is due to the change in American psy- 
chology about work from a primary 
desire for opportunity to one for secu- 
rity, and the constantly rising cost of 
the non-selling operations of an agency. 

General agents who pay their own 
operating expenses are feeling the pinch 
even under today’s high production 
levels, Mr. Osler reported, and are find- 
ing that the business management 
aspects of agency operation demand 
more and more attention. 

“When production adjusts to a more 
normal level;’ he predicted, “the time 
and thought required for non-sales man- 
agement operations may even cut into 
the efficiency of sales management func- 
tions.” 


Sees New Type Agency 


It would not be surprising, he said, 
to see the coming decade make a new 
type of agency the rule, one in which 
the general agent or manager is simply 
the operating head with a sales man- 
ager under him to handle that phase of 
agency operation. 

Mr. Osler also predicted that the com- 
ing decade will see a movement of 
agency Offices away frqm the downtown 
high-rent districts. “Objective - checks 





by most agencies would reveal,” he 
stated, “that premium payment oyer 
the counter, at least in ordinary agen. 
cies, is confined almost exclusively to 
the less desirable type of business, and 
that, anyway, moving to an outlying 
district where parking is less of a prob. 
lem actually increases rather than de. 
creases client calls.” 


Mass for J. J. Hoey 


A memorial mass for James J. Hoey 
will be celebrated in the Lady Chape| 
of St. Patrick’s Cathedral, New York 
City, at 8:30 a. m. Dec. 15. Mr. Hoey, 
who died in 1941, was head of the Hoey 
& Ellison agency, New York City, and 
had been vice-president of the America 
Fore group and a deputy superintendent 
of the New York department. At the 
time of his death he was collector of 
internal revenue of the port of New 
York. 


James M. McCormick, former Ten- 
nessee commissioner, took a prominent 
part in the N.A.I.C. proceedings at Gal- 
veston. He had been doing examining 
work for Georgia and at Galveston he 
was introduced as an examiner of the 
Mississippi department. 





The Ft. Worth Life Managers & 
General Agents Club will hold its an- 
nual Christmas party Dec. 16 at the 
Colonial Country Club. This will be 
in place of the regular December meet- 
ing. 


Gilbert Schultz spoke on training new 
men before Seattle Life Managers Assn. 
Ken Haucks, Mutual Life, had “Seeing 
Double” for his speech title. 








Convention Dates 





Dec. 138-14, Assn. of Life Insurance 
Counsel, annual, Waldorf-Astoria hotel, 
New York. 

Dec. 14-15, Life Insurance Assn. of 


America, annual, Waldorf-Astoria hotel, 


New York. 

Dec. 16, Institute of Life Insurance, 
anneal, Waldorf-Astoria hotel, New 
ork. 


Dec. 27-28, American Assn. of Univer- 
sity Teachers of Insurance, annual, Bilt- 
more hotel, New York. 

1950 


Feb. 13-16, Institute of Life Insurance 
Management at the University of Illi- 
nois, Urbana. 

Feb. 13-15, H. & A. Underwriters Con- 
ference, midyear, Drake hotel, Chicago. 

March 20-22, Small companies sprin 
conference, Edgewater Beach hotel, Chi- 
cago. 

March 30-31, Society of Actuaries, Ho- 
tel Commodore, New York. 


May 11-13, Insurance Accounting & 
Statistical Assn., annual, Statler hotel, 
Boston. 





At Hancock Hall 





Kenneth W. Moffatt, musical director for 
John Hancock, studies the musical score 
with Paul Cherkassky, conductor of the 
Civic Symphony Orchestra of Boston, prior 
to a joint concert by the orchestra and the 
John Hancock chorus of 75 voices. The 
event was held in the John Hancock Hall. 
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AN EQUITABLE BRIEFCASE 
One of a series of advertisements illus- 
trating how a life insurance agent serves 
his community by selling life insurance. 





Foun: Tan Leather Briefcase Containing $850,000 


Ir Bitt Wise ever lost his briefcase...the finder 
might not think he’d picked up anything “valuable.” 

Bit to the town of Madison, Bill’s briefcase 
stands for a saving of $850,000 in tax dollars. That’s 
what it would take in cold cash to support the aged 
people, widows and children who might be public 
charges if it hadn’t been for Bill and his briefcase 
...and life insurance. 

Yes, from that same magic case, Bill can pull out 
freedom from worry for fathers of families...help 
for businessmen on basic problems of management 
...future security for hundreds of friends and fellow 





usten ro THIS IS YOUR FBI” 


... Official crime-prevention broadcasts from 
the files of the Federal Bureau of Investiga- 
tion...another public-service contribution 
sponsored in his community by The Equit- 
able Society Representative. 


EVERY FRIDAY NIGHT + ABC Network 














townsmen who call on him for aid. Bill Wise is an 
Equitable Society representative—and an extremely 
successful one. Men of his stamp have a right to the 
highest title that can be awarded in a democracy. 
He’s Bill Wise, Good Citizen...a man who does 
much more than his share to make his home town 
a better place to live in. 

That’s why Bill wouldn’t trade jobs with anyone 
else in the country. As a member of an honored pro- 
fession...as a representative of an institution like 
the Equitable Society, he holds the respect and 
regard of every one who counts in his community. 


THE EQUITABLE 
LIFE ASSURANCE 


SOCIETY 
OF THE UNITED STATES 


THOMAS |. PARKINSON, President -393 Seventh Avenue, New York I, N.Y. 














“Why, Tommy, we're not going to move away! 


“Is that what you’ve been worrying about, Tommy? About 
moving to another part of town and leaving your home and 
school and all the ‘gang’? Why . . . I should have told you 
sooner, dear. Your Dad was a very wonderful man. I want you 
to remember that always, Tommy. He planned so carefully for 
our comfort. We'll always live in this house. And you'll keep 
right on with school... and camp. . . and the college where 
you're entered. Daddy and his insurance adviser saw to that!” 


ATNA LIFE INSURANCE COMPANY 
HARTFORD 15, 





